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For the ‘“‘Average’’ Man 


ELIEVING that the great mission 

of life insurance is to provide 
food, clothing, and shelter for the 
widows and children of “average” men 
(in spite of the present trend toward 
specialization in inheritance tax insur- 
ance, trust insurance, bequest insurance, 
and the like) the Illinois Life an- 
nounces the adoption of a new low-rate 
policy form which provides low-cost 
protection to age 75 and which matures 
at that age for an amount equal to one- 
half the face of the policy. 


A feature of this policy is that, unlike 
other “special” policies, it may be had 





$14.09 
15.57 
17.91 
20.98 
25.11 
30.81 
38.54 
49.71 





Insurance Ceasing at Age 75 
Illustrations on Basis of $1,000 of Insurance 


Annual Premium Years Insurance Years Expectancy 
I 


in amounts from $1,000 to $200,000 
at ages from 21 to 55 inclusive. No 
$5,000 or $10,000 minimum amount— 
it is available to the man who buys in- 
surance in small amounts as well as to 
the buyer of large lines. This feature 
is as valuable to the agent as it is to the 
insurer. 


Here is a low-cost policy that means 
something to the average policyholder 
as well as the average agent. It is not 
limited to the si/k-stocking applicants or 
agents ! 


Illinois Life representatives will find 
this policy a real working tool. 





Cash at 75 

$500.00 
500.00 
500.00 
500.00 
500.00 
500.00 
500.00 
500.00 


Total Premiums 
$76 1.86 
778.50 
805.95 
839.20 
878.85 
924.30 
963.50 
994.20 
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; Haste Saves W aste equipped and organized for effective 


performance. Modern inventions 








— a _ and modern systems combine to ex- 
VOUIC re ( Oo convinc ‘ ee . . 
ae "e pedite the business of the Peoria 

Peoria Life agents of the old adage 










Life for the benefit of its agents. 





that “haste makes waste.” Their 








experience has rather brought them Prompt delivery is the final essen 






















. ‘ lz Din p ing Peori ife poli- 

to the conclusion that “haste saves tial Stef head utting Peoria Life pc : 
me ; . . cies in force. Prompt payment is 

| waste.” Delays annoy, impair con- : : : 
: : likewise the routine consummation 
fidence, cause lost business and .age = , ii 
" ; : of Peoria Life claims. “Settlement 
profits. Promptness in every trans- ee , ‘ , : , 
5 within thirty minutes of receipt of 
, I 


| action, from the issuance of the 
| policy to the payment of the claim, 






proofs” has always been a working 






rule of the Peoria Life in the dis- 






is of immense advantage to the men 





position of its claims. 






in the field. 





The Peoria Life appreciates fully 






















Mindful of this fact, the Peoria the importance of promptness and 

Life has omitted no effective method dispatch in all dealings with its 

‘ or mechanical device to save a min- agents and policyholders. This at- 

ute here and an hour there; to speed titude has been no small factor in 

: its operations, to eliminate delay. the progress and prosperity of its 
‘ Few home offices are so completely family of successful agents. 
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- INTERESTING FACTS ABO THE PHOENIX MUTUAL: 








This is the first 
of a new series of 
advertisements 








Did You Know That 


The total payments to policyholders, 
made by the Shes: Mutual Life Insur- 
ance Company since its organization 
in 1851, now .amounts to more than 
$191,500,000. 


The total amount PAID to policyhold- 
ers plus the assets being held for their 
benefit now exceed the total RECEIVED 
from them by more than $26,800,000. 


Payments of claims, endowments, divi- 
dends, annuities, etc., are now being made 
to policyholders at a rate exceeding 
$1,000,000 a month, while the assets held 
for their benefit are growing even faster. 


In 20 years, the insurance in force has 
increased from a hundred million dollars 
to more than a HALF BILLION — 
$544,790,819 to be exact. The annual 
income has grown from $5,484,494 to 
$30,947,331. 


_ The Phoenix Mutual was the first life 
insurance company to insist that its repre- 
sentatives devote their full time to the 


business and to qualify as insurance coun- 
selors at the Service School maintained 
at the Home Office. 


_ Public confidence in the Phoenix Mutual 
is being demonstrated in a very significant 
manner: 


(1) In 1928, the public deposited more 
than $4,500,000 paid in single premiums 
for life annuities — an increase of $850,000 
over the record total of 1927. 


(2) Dividend accumulations voluntarily 
left with the Company on deposit at 
interest have increased from $3,000,000 
in 1922 to more than $8,000,000. 


(3) By electing to, pay premiums in ad- 
vance, our policyholders have to their 
credit more than a HALF MILLION 


dollars on deposit at interest. 


(4) Policyholders and beneficiaries have 
also chosen to leave with the Company 
for safe investment nearly $3,000,000 
which was payable in claims. 
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PHOENIX MUTUAL LIFE INSURANCE COMPANY of HARTFORD, CONN. 












































Thirty-Third Year No. 11 


(ALDWELL & CO. BUY 
THREE COMPANIES 





Purchase Big Interest in the Trio 
of A. B. Banks Insti- 
tutions 





THEY WILL BE_EXTENDED 





Nashville Investment House Is Now a 
Large Holder of Insurance Cor- 
porations Stocks 





LITTLE ROCK, ARK., March 14.— 
Caldwell & Co. of Nashville, Tenn., 
headed by Rogers Caldwell, have ac- 
quired large financial interests in the 
Home Fire, Home Life and Home Acci- 
dent of this city of which A, B. Banks 
is the head. It is also understood that 
the Caldwell firm becomes heavily in- 
terested in the 52 banks in the state, 
including the American Southern Trust 
Company of this city, which are headed 
by Mr. Banks and are familiarly known 
as “the Banks string of banks.” Mr. 
Banks in an interview said that the 
present organization and the manage- 
ment of the Home group would remain 
intact. DeWitt Carter of Nashville and 
Burk Mann of Little Rock, who is Mr. 
Caldwell’s personal representative here, 
will be active on the board. 


Interested in Southern Companies 


Caldwell & Co. are interested in pro- 
moting southern enterprises and saw in 
the Banks’ group of insurance com- 
panies prosperous and growing institu- 
tions. It was thought that they could 
be made more aggressive and write a 
larger amount of business. 

The three Banks’ insurance companies 
have assets that amount almost to $10,- 
000,000. Mr. Banks was formerly located 
at Fordyce, Ark., and conducted a local 
agency there. He started the Home 
Accident which gradually developed a 
business. This was done in 1900. In 
1905 he organized the Home Fire and 
began to solicit business aggressively 
through Arkansas local agents. 

_ In 1910 the Home Accident became 
interested in the Home Life & Casualty 
and began writing life insurance. The 
Home Accident absorbed the life busi- 
hess of the Home Life & Casualty and 
the name of the Home Accident was 
changed to the Home Life & Accident. 
In 1912 the Home Life & Accident ab- 
uae the business of the Mississippi 
bs 7 Life. In 1923 the business of 
rg ome Life & Accident had grown 
,° such proportions that a division of 
Dasinesd was made and a new company 
take chartered, the Home Accident to 
dig the casualty business and the 
1 e a to continue to do a life busi- 
owed m, 1923 the three companies, 
~~ te Home Accident and Home 
spnsete ¢ operated as three distinct and 
ment Corporations under one manage- 
- Neither one owns any of the 


Stock of the other, 
Mr. Banks changed his headquarters 





HEARING ON NEW STOCK 
OF SUN LIFE IS HELD 


RIGHT TO PURCHASE ARGUED 





Company Wants Control with Canadian 
Shareholders—Finlayson Favors Com- 
pany Buying for Policyholders 





OTTAWA, March 14.—Differences 
between the Sun Life of Canada and G. 
D. Finlayson, Dominion superintendent 
of insurance, were laid before the com- 
mittee of the house of commons on 
banking and insurance last week. The 
company is seeking authority to increase 
its capital from $2,000,000 to $4,000,000 
and wants to sell half of the new stock 
to employes and half to present stock- 
holders. Mr. Finlayson asks that 90 
percent of the new stock be sold to the 
company for the policyholders, so that 
the policyholders’ directors will control. 

Keep Control in Canada 


The Sun Life contends that the in- 
crease in capital is designed to prevent 
control of the company passing to 
United States interests. Mr. Finlayson 
contends that the company plan would 
not prevent this. The company objects 
to Mr. Finlayson’s plan on the ground 
that control would pass from the stock- 
holders to the policyholders. Mr. Fin- 
layson said he was willing to consider 
the sale of a smaller amount than 90 
percent to the policyholders and would 
consider any proportion between 50 and 
90 percent, so long as the control was 
retained in Canada. The committee took 
an adjournment to allow time for con- 
ferences by which an agreement may 
be reached. 








to Little Rock in 1920. At Fordyce the 
Home Accident has its liability depart- 
ment. The Home Life has its agency 
department at Little Rock but has its 
executive office and clerical forces at 
Fordyce. The Home Fire operates 
entirely from Little Rock. 

The Home Fire has combined capital 
and surplus of $1,221,536, total assets 
$2,750,000. 

The Home Accident has capital and 
surplus of $957,106, total assets in excess 
of $2,750,000. 

The Home Life has assets $3,865,000 
and surplus of $630,711. 

The Home Fire and the Home Acci- 
dent have agency plants throughout the 
south and west, being entered in 13 
states. The Home Life is operating in 
Arkansas, Texas, Mississippi, Louisiana 
and Tennessee. 


Mr. Banks’ Career 


A. B. Banks is a native of Arkansas, 
having been born in Little Rock in 1868. 
Early in Mr. Banks’ childhood his fam- 
ily moved to Monticello. He taught in 
the rural schools in south Arkansas for 
three or four years and then engaged in 
the building and loan business. He lived 
for a time in Birmingham, Ala., and later 
in Texas. He returned to Arkansas in 
1893 and entered the insurance business 
as an agent at Fordyce with two part- 
ners whose interest he later purchased. 
The local agency there is in. existence 
under the name of A. B. Banks & Co. 
It has extended its scope of activity to 
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JOHNSON & HIGGINS TO 
OPEN IN PHILADELPHIA 





GILMARTIN IS LIFE MANAGER 





Gerald Eubar:k Plants Prudential and 
Home in Affiliated Office, 
Curtin & Brockie 





NEW YORK, March 14.—Gerald A. 
Eubank, general manager of the life de- 
partment of Johnson & Higgins, is in 
Philadelphia this week attending to the 
opening of a branch there which is to 
be put into operation April 1 under the 
management of William J. Gilmartin. 
Mr. Gilmartin, formerly assistant gen- 
eral agent of the Aetna Life in Phila- 
delphia, becomes manager of the life 
department of Curtin & Brockie, the 
Johnson & Higgins affiliated company 
in Philadelphia. This department will 
be general agent for the Prudential 
and the Home Life of New York, as is 
the entire Johnson & Higgins organi- 
zation. 

This adds an important unit to the 
life organization under Mr. Eubank, 
who has built a huge business in his one 
year with the company. 

Gilmartin Well Known 


Mr. Gilmartin is well known in Phila- 
delphia and in the agency ranks. He is 
a native of that city and has been in 
the insurance business for the past 14 
years, except for a year’s service during 
the war. Only 35 years old, he has 
proven himself a live wire agent and a 
capable manager. His entire insurance 
connection has been with the Aetna, the 
first two years in the bond department 
and since that time in the life depart- 
ment under General Agent Harper. 

As a rate book carrier he was one of 
the big producers and was particularly 
known for his effective selection and 
writing of cases. In one year he deliv- 
ered 40 out of 41 applications written, 
a considerable record in those days. 
In 1924 he was appointed assistant man- 
ager of the Philadelphia agency and in 
that capacity chiefly directed the agency 
training work. He is the author of a 
training course for new men, in use in 
that office. He will now take over the 
Philadelphia development for Johnson 
& Higgins in heading up the life depart- 
ment of Curtin & Brockie. 








include numerous financial interests 
principally banking. 
Caldwell & Co., Expanding 


Rogers Caldwell & Co. have extended 
their operations extensively along insur- 
ance lines. The firm came into promi- 
nence in the purchase of the control of 
the Missouri State Life and the Inter- 
Southern Life of Louisville. It had 
purchased the North American Life of 
Omaha and the Cotton States Life of 
Memphis which it merged later in the 
Inter-Southern. It is a large owner of 
Southern Surety stock and is interested 
in the Southern Fire which is being or- 
ganized by the Southern Surety. Other 
interests controlled by Caldwell & Co. 
are the Fourth & First National Bank 
of Nashville; Union & Planters Bank & 
Trust Co. of Memphis and the Memphis 
“Commercial Appeal.” Mr. Caldwell is 
a director of the Commercial National 


| Bank & Trust Co. of New York. 
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MUTUAL BENEFIT IS 
ADOPTING DISABILITY 


Enters Field After Long Period of 
Careful Study of Hazards 
and Needs 


HAS ENTIRELY NEW PLAN 


Will Issue Supplementary Policy Under 
Different System of 
Conditions 


NEW YORK, March 14.—With its 
announcement this week that it is en- 
tering the disability field, the Mutual 
Benefit Life opens an entirely new phase 
of disability underwriting, its program 
calling for the issue of a separate policy 
under conditions entirely different from 
those usually seen in the disability clause 
as written by the life companies, The 
company’s announcement came as a com- 
plete surprise, to others in the business, 
as the Mutual Benefit has so long re- 
frained from engaging in the disability 
business and has been outspoken in its 
disagreement with the program as 
adopted by most companies. 

Was Long Considered 


The company’s change of attitude is 
not, however, an actual change of atti- 
tude. As the officers pointed out at their 
last agency gathering, the Mutual Bene- 
fit has not issued the disability clause in 
the past for the reason that it could 
not see justification for issue of the 
clause on the basis generally adopted. 
It was stated that, if an equitable and, 
in their judgment, unquestioned clause 
could be worked out, the company would 
without question offer it to its agents, 
as there was a definite demand for it 
and a need to be served. Vice-President 
E. E. Rhodes at that time answered the 
agents’ inquiry as to the rumor that the 
company was then to enter the field by 
saying that it was not then contemplated, 
but he did not say that it would not 
be taken up later. 


Entirely New Basia 


And now the Mutual Benefit is enter- 
ing the field and doing so on a basis 
different from that of the past and in 
accordance with what the officials of 
the company feel is an equitable and un- 
questioned form. The various provisions 
are designed to give adequate protection 
for those cases for which such coverage 
is designed, those totally and perma- 
nently disabled. There is a new measure 
for this and one which it is believed, 
will not permit of the many of temporary 
cases now getting on the rolls. Also, 
it is designed to prevent the abuse ot 
the privileges by stock brokers and oth- 
ers whose income is from investments— 
such as troubled the noncancellable 
health and accident field particularly and 
the disability field to a degree—and is 
not earned. As mentioned, it will be 
issued as a special policy and not as a 
clause in the life policy, so that, all in 
all, it is an entirely new type of dis- 

(CONTINUED ON PAGE 13) 


LIFE INSURANCE GAINS 
11.2 PER CENT IN CANADA 


NOW SIX BILLION IN FORCE 
New Paid-for Business in 1928 in Do- 
minion Shows 9.6 Percent Increase 
Over Previous Year 





OTTAWA, CAN. March 14.—Cana- 
dian life insurance companies issued in 
1928, in Canada and elsewhere, a total 
net paid-for business of $1,082, 580, 969, 
this amount exceeding that of 1927 by 
$182,473,902, or 20.3 percent. 

Of this amount there was issued in 
Canada $607,274,569, or 11.6 percent,, 
more than in 1927, and outside of Can- 


ada $475,306,400, or 33.6 percent more 
than in 1927. , a . 
Of the amount issued in Canada, 


$513,454,337 was ordinary business, $50,- 
112,438 industrial and $43,707,794 group, 
the first two amounts exceeding the cor- 
responding figures for 1927 by 12.4 per- 
cent and 24.4 percent, respectively, and 
the latter showing 7.8 percent decrease. 

British and United States companies 
issued in Canada net paid-for ordinary 
business of $170,079,254, industrial $126,- 
350,957, and group $15,005,245, the per- 
centage increase over 1927 being 6.5 
percent, 3.5 percent, and 22.1 percent, 
respectively. 

Combined Figures Given 


Combining the business in Canada of 
all compames, there was written and 
paid-for during the year $683,526,591 or- 
ainary; $176,403,395 industrial, and $58,- 
713,089 group, a grand total of $918,- 
703,025, compared with $838,475,057 in 
1927, or an increase of 9.6 percent. 

The total net business in force in Can- 
ada on Dec. 31-in Canadian companies, 
was $3,672,009,175, and in British and 
United States companies $1,937,219,391, 
or a grand total of $5,609,228,566, an in- 
crease for the year of $564,819,732, or 
11.2 percent. The figures for fraternals, 
which are not included above, will bring 
the total amount in force to almost 
exactly $6,000,000,000. 


PENN MUTUAL HOLDS 
THREE-DAY SCHOOLS 





Three-day schools. for agents are 
being conducted by the Penn Mutual 
Life educational department. The New 
York school was held last week and was 
attended by members of the J. Elliott 
Hall, .McWilliam & Hyde, Joseph A. 
Eckenrode, J. A. Goulden & Son, John 
A. Stevenson and Joseph A. Seidenglanz 
agencies. About 125 attended. Another 
school was held at Chicago this week, 
including all agencies. This week there: 
will be similar schools at Minneapolis 
and St. Paul, and next week at Water- 
loo, Ia., and Fort Wayne, Ind. By the 
end of this month 32 general agencies 
will have been visited. The entire 
general agency force is included in the 
schedule. 


CONTEST POLICIES TAKEN 
BY FARM HAND’S EMPLOYER 





Seven companies are preparing to re- 
sist payment of policies written on Wal- 
ter McAlister of Tuscola, Ill, aged farm 
hand, with Emil and Mary Carroll, Mc- 
Allister’s employers, beneficiaries, al- 
though Emil and his brother, William, 
were acquitted of a charge of murder 
growing out of McAlister’s death. The 
companies’ resistance will be based on 
failure of written indication that the 
policies were made out with M¢ Tister’s 
permission. Emil Carroll admitted in 
the trial that he had signed his employe’s 
name to the applications. ‘The com- 
panies involved are: Southern Surety, 
$5,000; American, Bankers, $5,000; Fed- 
eral Life,. $1,250; , Industrial Casualty, 
Bloomington, $1,000; — Inter-Southern 
Life, $1,000; Continental Life, St. Louis, 
$1,250; Central Illinois Mutual Relief 


Association, Champaign, $1,000. 





THE NATIONAL 


MUST FOLLOW METHODS 
OF ACCIDENT COMPANIES 


R. A. HANN SOUNDS WARNING 





Capitol Life Actuary Discusses Life 
Companies’ Situation in Connection 
with Disability Clause 





A note of warning was sounded by 
R. A. Hann, secretary of the Capitol 
Life of Denver, who declared in an ad- 
dress before the sales congress of the 
Colorado Association of Life under- 
writers that the life companies must 
adopt the methods of health and acci- 
dent companies to forestall disaster from 
the total and permanent disability clause. 

“Recent statistics,’ Mr. Hann as- 
serted, “were obtained from 35 of the 
larger companies which indicated that 
during the calendar year of 1928 their 
losses under the total and permanent 
disability provisions of their policies ex- 
ceeded their disability income: by about 
$15,000,000. The loss ratio has been 
increasing year by year. When we re- 
call the fundamental principle of life 
insurance, that each individual must bear 
his proportionate share of the loss, we 
must realize what the answer will be.” 


Court Decisions Reviewed 


Recent court decisions were reviewed 
by Mr. Hann indicating that life insur- 
ance companies are liable where disa- 
bility occurs during the waiver period, 
despite the fact that proof of disability 
is not furnished by the insured before 
death. He cited one case showing that 
although the policy provided it would 
be lapsed if proof of disability were not 
furnished before expiration of the grace 
period, the claim was allowed. He did 
say, however, that there have been two 
lines of decisions, the other line holding 
that proof of disability fixes the time 
when waiver begins. 

“Many of the life companies,” he 
said, “are practically in the health and 
accident business, through their disa- 
bility income provisions, and are sailing 
in those waters without the protection 
of any of the standard provisions com- 
mon to all health and accident policies. 
It is only a question of time when disa- 


bility claims must be treated in the 
manner employed by accident com- 
panies.” 


KENTUCKY FIELD MEN 
SEEKING GROUP COVER 





LOUISVILLE, March 13.—Follow- 
ing some months of discussion the 
members of the Kentucky Fire Under- 
writers Association are planning to ar- 
range for group life insurance. Mem- 
bers are now covered in the Blue Goose, 
but the amounts obtainable are limited, 
and the idea of increasing the coverage 
has been placed in the hands of Frank 
G. Snyder of Snyder Brothers General 
Agency, Louisville, as chairman of a 
special committee. 

Mr. Snyder thas written to members 
stating that in developing the plan it 
was found that the company could not 
name a rate or premium until the ages 
of the various applicants are known. 
Therefore, an application blank to be 
filled in and returned to Mr. Snyder was 
sent with the letter. The application 
is not in any way binding, and is merely 
for informative purposes. When the 
second application is sent, after rates are 
established, if it is not acceptable it can 
be dropped by such individuals as desire 
to do so. 

The deal is being made with the Inter- 
Southern Life of Louisville. 


Travelers Capital Measure 


The Connecticut senate has passed a 
bill allowing the Travelers to increase 
its capital from $25,000,000 to $50,- 
000,000. 





UNDERWRITER 


CHICAGO AND DOWNSTATE 
PENN MUTUAL MEN MEET 


AGENTS ATTEND 


Three-Day Educational Conference Em- 
bodies Material of Benefit 


ABOUT 150 





to Producers 
About 120 representatives in the 
Chicago district of the Penn Mutual 


attended a three-day school on practical 


selling given by Vincent Coffin, James 
Preston and Albert Hopkins of the 
home office staff, assisted by Ralph 


Engelsman, general agent in New York. 

The opening session started off with 
an introductory speech by Alexander E. 
Patterson, general agent in Chicago. 
Then Vincent. Coffin gave a talk on 
“The Double Function of a Life Insur- 
ance Man as a Salesman and Coun- 
selor.” Selling on the basis of the needs 
of the prospect was illustrated; how to 
plan the interview was shown; and a 
demonstration interview and sale was 
given. The men divided into agency 
groups and staged additional sales dem- 
onstrations under the guidance of the 
.nstructors. 

On the second day, additional factors 
bearing on the success of the sale were 
considered, sales demonstrations were 
given by instructors and agents, and 
criticism of interviews were freely ex- 
changed. Talks were given on “Visual 
Aids to Selling” and general questions 
were answered. 

The third day was devoted to a talk 
on “Selling Ideas,” one on “Closing,” 
and various sales demonstrations for dif- 
ferent types of prospects were made. 

As a final attraction, the agents were 
told of the company’s convention for 
leading agents in Quebec this summer. 
The success of the school in presenting 
interesting and valuable selling material, 
was attested by the large and steady 
attendance at each of the morning and 
afternoon sessions during the three 
days. A more advanced school of sales- 
manship is to be given later. 


ACCIDENT POLICIES 
INSURANCE ON LIFE 





_ Death benefits paid under accident 
insurance policies, or under the double 
indemnity or accidental death features of 
life insurance policies, constitute 
amounts received “under policies taken 
out by the decedent upon his life,” ac- 
cording to a ruling of the board of tax 
appeals in the case of Leopold Acker- 
man, executor, vs. Commissioner of In- 
ternal Revenue, docket No, 17910. In 
this case the widow as beneficiary. re- 
ceived $44,204.40 on six policies either 
of accident insurance or under the acci- 
dent feature of life policies. This sum 
was part of the excess above $40,000 of 
life insurance. The collector imposed 
the estate tax on the accident proceeds, 
and this was objected to by the executor 
on the ground that the accident policies, 
or accident provisions of life policies, 
were not “policies taken out by the 
decedent on his own life.” 

The tax board ruled that the accident 
proceeds were not deductible and cited 
precedents holding that insurance on 
life includes all policies of insurance in 
which the payment of the insurance 
money is contingent upon the loss of 
life. 





Prepares for Annual Meeting 


President Matthew Woll and all offi- 
cials of the Union Labor Life are, pre- 
pared for the annual meeting to be 
held in Baltimore, March 20. ; 

The reports are ready for the stock- 
holders who will assemble. While these 
reports will not be made public prior to 
the meeting, sufficient is known about 
them to indicate that the company has 
broken all records for second year busi- 
ness and that its progress has surpassed 
the hopes of its founders. 
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TRUST COMPANIES 70 
EXHIBIT AT CONGREss 


—_———- 


WILL HAVE SPECIAL Rooy 





Are to Demonstrate at Tri-State Ag, 
How They Cooperate With Life 
Companies 





PHILADELPHIA, March 14—4). 
nouncement was made today that Phj. 
adelphia trust companies and banks yjj 
have an exhibit at the Tri-State Life Jp. 


surance Sales Congress, to be held at thy 
Bellevue-Stratford hotel, Philadelphia 
March 22 

The exhibit, which will be in a room 


adjoining the congress auditorium, wij 
depict what the trust companies are 
doing in the way of education in the 
matter of life insurance trusts both by 
themselves and also in conjunction with 
life underwriters. William Bullock oj 
the Provident Trust Company is chair. 
man of the trust company committee jp 
charge of this exhibit. 

The trust companies will, in addition 
to having display boards showing their 
life insurance trust advertising matter, 
also have samples of literature they are 
using and in which life insurance men 
may be interested. 


Began Last Year 


At last year’s sales congress in Phila- 
delphia the first life insurance trust ex- 
hibit to be held in the country wa 
staged. However, last year it was a 
combination affair with both life under. 
writers and trust companies combining 
in exhibiting their wares. This year the 
exhibit will be solely a trust compan 
proposition, 

All indications point to the congress 
the end of this month being the greatest 
ever held in Philadelphia, both in poin: 
of attendance and excellence of program 


BANKERS NATIONAL PROSPERS 





Record First Year Production Gives 
$13,000,000 in Force for Jersey 
City Company 





JERSEY CITY, March 14.—Final 
turns on last year’s business by th 
Bankers National Life of Jersey City, 
N. J., show a remarkable picture « 
agency building for the year of a con- 
pany. Ralph R. Lounsbury, executive 
vice-president of the company and pres 
ident of the two running mates, 
Bankers National of Florida and Cole 
rado, has built the organization to ret 
ord proportions in this short perio 
having a large agency plant which is it- 
tensively developing its territory, ea 
of the Mississippi and north of the sout! 
ern group. Last year was really th 
first full year of operation, the compat 
only getting under way towards ti 
close of 1927. And in that year * 
brought insurance in force to $13,1lt- 
409, which: looms as a record for ir 
year production or even second year pr 
duction. The Bankers National of f Je 
sey City was launched in September & 
1927 and in the balance of that ye 
paid for $1,308,280. In 1928, the ne 
business brought insurance in force © 
to well over the $13,000,000 mark, ! 
gain of $11,808,129. The financial sta 
ment also is strong, showing total 3 
mitted assets of $489, 073 and surplus 
policyholders of $422,897. 


Retaliatory Bill in Iowa 


A retaliatory bill has been introduc 
in the Iowa legislature providing ' 
where any state requires a depos! 
requires any taxes, fines, penalties, ° 
tificates of authority, license fees, © 
other restrictions greater than are 
quired or imposed by the laws o/ low 
relating to insurance companies, th 
the companies of such states doing 
ness in Iowa shall be subject to the 2™ 
restrictions in that state. 
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STANDARD DISABILITY 
PRACTICE IN CANADA 


Practically Have Uniformity in 
Rules and Rates on This 
Feature 


THREE MONTHS (dS BASIS 


Benefits Not Retroactive to Period Be- 
fore That—Rates for Income 
Vary by Policy Form 


NEW YORK, March 14.—While 
United States life companies are en- 
gaged in the task of effecting a stand- 
ard disability clause for adoption by the 
New York legislature and other legis- 
latures, as requested by the National 
Convention of Insurance Commission- 
ers, it is of interest to analyze the near- 
est approach toa standard clause now in 
existence, that adopted by the Canadian 
companies. The companies in Canada 
have effected almost complete uniform- 
ity by following the suggestions of the 
Toronto actuaries’ club and the clause 
now generally in use in Canada is the 
result of long study by that group of 
actuaries. 


Disability Clause Defined 


In the Canadian disability clause, 
total and permanent disability is con- 
strued as a state of bodily incapacity 
that wholly prevents the insured from 
engaging in any occupation and from 
performing any work for compensation 
or profit. The entire and irrecoverable 
loss of the sight of both eyes, the sev- 
erance of both feet at or above the 
ankles or of both hands at or above the 
wrists are also considered as total dis- 
ability. No benefits accrue from self- 
inflicted injuries. It is provided that if 
satisfactory proof is given the company 
that, before the policy anniversary 
nearest the 60th birthday, the insured 
has become totally-and permanently dis- 
abled as above defined and has been 
continuously so disabled for a period 
not less than three consecutive months, 
the company will waive the premium of 
waive the premium and pay a disability 
income of $10 per $1,000 of insurance, 
according to the plan in force. 


Use Three Months’ Basis 


The benefits accrue from the expira- 
tion of the third month of continuous 
total disability, provided the proof of 
such disability is received by the com- 
pany not later than six months there- 
after. If the proofs are received later 
than that, the benefits’ accrue from a 
date six months prior to the receipt of 
proof. It is further provided that the 
sum payable in any settlement of the 
policy shall not be reduced by any in- 
come payments or premium waivers 
and the dividends, surrender and loan 
values are the same as though there 
were no such situation. Interest accru- 
ing or falling due on any indebtedness 
under the policy, however, may be de- 
ducted from the disability payments 
made. Proof of continuance of disability 
is required, the companies reserving the 
right to demand such proof before mak- 
g any payment of income or waiving 
ny premium. Automatic termination of 
e disability clause is provided if the 
icy is surrendered for cash or con- 
tted to paid-up insurance or if the 
sured engage in military or naval 
ervice in time of war. The premium is 
iven as additional to the policy pre- 
rium and it terminates at age 60, The 
overage may be discontinued at any 
time by the insured upon written re- 
juest by the owner of the policy and 
by endorsement of such discontinuance 
on the face of the policy by the com- 
pany. The company can require proof 
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LOW ACQUISITION COST 
REPORTED IN NEW YORK 





SAVING IS CREDITED TO LAW 





First Year Expense of 48 Percent Is 
Shown for Companies 
in State 





Comparison of acquisition costs be- 
tween companies licensed in New York 
and those not licensed in that state is 
made in the prelimiaary report of the 
New York insurance department, based 
on figurés of 1927. The 215 companies 
not admitted to New York had first year 
gross premiums in 1927 of $60,181,512 
and first year expenses of $45,444,633, an 
expense ratio of 75.5 percent. The 47 
companies authorized in New York had 
first year gross premiums of $250,414,271 
and first year expenses of $120,182,771, a 
tatio of 48 percent. The report asserts 
that these figures show conclusively that 
the expense limitations and other pro- 
visions of the New York insurance law 
have constituted one of the major fac- 
tors in controlling acquisition expenses 
and in the remarkable progress of life 
insurance since the Armstrong investi- 
gation. 

Many Have Low Ratios 


Not a single company doing business 
in New York had a first year expense 
rate as high as 75.5 percent, which is 
the average for the 250 companies not 
authorized in New York. The highest 
first year expense of any company au- 
thorized in New York was 68.9 percent. 

Forty-five of the 47 companies in New 
York had a first year expense rate less 
than 58 percent, 26 less than 48 percent, 
and 19 less than 45 percent. 

The renewal expense rate is given in 
the report as 23.4 percent for the outside 
companies and 14.3 percent for the com- 
panies in New York. The investigation 
was recommended by the Insurance 
Commissioner’s Convention. 








of age at any time before making pay- 
ments, misstatement of age permitting 
the company to change income pay- 
ments to amount the premium paid 
would have purchased at the correct 
age. 

- Have Standard Rates 

The standard rating practice gives a 
flat rate on the waiver of premium 
clause, the same being applicable to all 
forms. Thijs rate is 40 cents per $1,000 
for ages 15 to 22; 45 cents for ages 23 
to 27; 50 cents for ages 28 to 32; 55 
cents for ages 33 to 35; 60 cents for 
ages 36 and 37; 65 cents for ages 38 
and 39; 70 cents for age 40; and graded 
up to $1.40 for age 50 and $2.05 for 
age 55. 

For the standard disability clause 
providing both waiver of premium and 
disability benefits of $10 monthly per 
$1,000, a different schedule applies to 
each policy form, the rates at certain 


ages for the chief forms being as 
follows: 

20- 20-Yr. 
Age Orc Pay End 
REALE $2.30 $2.80 $1.60 
Dt comeshe cuxanree’ 2.30 2.80 1.60 
 eqstegenr 2.55 2.95 1.75 
SS bowen aaaie’ 2.80 3.15 1.90 
Tt secaneanhevne cat 3.15 3.30 2.20 
Rs ee ee 3.65 2.75 
Dt. cbhedeutsekee 4.30 4.30 3.80 
Dl ieud  duevhs natn’ 5.25 5.25 5.00 
Ph scescteceenceghe 6.75 6.75 6.65 


Great Northern’s Convention 


The Great Northern Life will hold its 
20th birthday convention in Chicago, 
May 7-9. The convention session proper 
will be held at the Palmer House, fol- 
lowing a “get-together” .at the com- 
pany’s home office. Attendance is based 
on the completion of quotas which were 
assigned some time ago and 100 or more 
agents are expected to be in attendance. 
The program has not yet been com- 
pleted, but will include outstanding men 
in both the life and the accident and 
health fields. 





BANKERS LIFE OF IOWA 
MUST RENEW CHARTER 


NO CHANGES IN POLICIES 





State Law Requires Renewal of Cor- 
porate License After 50 Years 
of Existence 





Under the Iowa laws an insurance 
company can be incorporated for not 
more than 50 years. After that a re- 
newal is required if the company~is to 
continue. 

The Bankers Life of Iowa was incor- 
porated June 11, 1879, and, therefore, its 
corporate period expires June 11 next. 
The company is now sending out bal- 
lots to policyholders. There are two 
questions involved: First, the renewal 
of the corporate period or life of the 
company for another 50 year period, and 
second the adoption of articles of in- 
corporation under which it is proposed 
the company shall operate. The com- 
pany, therefore, sends a complete copy 
of the proposed articles. They involve 
no change whatever in the provision, 
obligations or benefits of the insurance 
policy. 





FIND NEW SHORTAGE IN 
INTERNATIONAL’S ASSETS 





ST. LOUIS, March 14.—An addi- 
tional shortage of $247,000 in the assets 
of the defunct International Life be- 
came known here yesterday when the 
Missouri State Life, which reinsured 
the International, attempted to collect 
the interest coupons on the bonds sup- 
posed to have been issued by the town 
of Lansing, Ill. Town officials pro- 
nounced the securities counterfeit, claim- 
ing no such issue had been made by 
the town. The securities were pur- 
chased by the International Life through 
Roy C. Toombs, its former president. 

Under the reinsurance contract with 
the Missouri State Life the loss of 
$247,000 will fall on the stockholders 
of the International Life. The Missouri 
State Life is protected against any sim- 
ilar shortages that subsequently may be 
discovered in the assets of the Interna- 
tional. 

The federal court here has named 
Superintendent of Insurance Joseph B. 
Thompson co-receiveg with Massey 
Wilson, replacing Ben C. Hyde, former 
superintendent. 


Report on Providers Life 


H. U. Bailey, former director of trade 
and commerce for Illinois, in his final 
report as receiver for the Providers Life 
of East St. Louis, formerly of Chicago, 
shows that assets of approximately 
$198,000, including $61,274 cash on hand, 
were turned over to his successor, Leo 
H. Lowe, present director of trade and 
commerce. 

The Providers Life went into volun- 
tary receivership in 192@ after it had 
reinsured its outstanding policies with 
the Federal Reserve Life of Kansas City. 

The assets include $143,607 in notes 
of the Federal Reserve Life given when 
the business was purchased by that 
company. There are credits totaling 
$35,377 against these notes, leaving a 
net of $108,230. Mr. Bailey expressed 
confidence that the dividends that will 
be finally paid will approximate $200,000. 





Appointments by Canada Life 


The Canada Life announces the ap- 
pointment of S. C. McEvenue, formerly 
western supervisor, as assistant super- 
intendent. For some time he will be 
working on problems involved in the 
planning and erection of the company’s 
new head office building in Toronto. 

R, J. Trenouth, formerly a representa- 
tive of the company in Toronto, and re- 
cently its manager at Windsor, Ont., 
succeeds Mr. McEvenue as western su- 
pervisor. 


SALES CONGRESSES IN 
FOUR CITIES OF OHIO 


Cleveland, Columbus, Cincinnati 
and Toledo Hold Annual 
Sessions 


DRAW NOTABLE SPEAKERS 


Some on All Programs—Lovelace and 
Hart at Cleveland—Claris Adams 
at Columbus 





Cleveland, Columbus, Cincinnati and 
Toledo all held annual sales congresses 
last week. A number of speakers ap- 
peared on several programs. Harvey 
Weeks, Buffalo, general agent of the 
Provident Mutual, and William Pidgeon, 
a prominent shoe manufacturer of Ro- 
chester, N. Y., appeared at all four meet- 
ings. Griffin M. Lovelace, vice-president 
of the New York Life, and Hugh D. 
Hart, vice-president of the Penn Mu- 
tual, were on the Cleveland program. 
Other speakers at one or more of the 
congresses were Robert Coolidge, as- 
sistant general agent of the Aetna Life; 
A. F. Young, Cleveland, vice-president 
Guardian Trust Company; Claris Adams, 
St. Louis, secretary and counsel of the 
American Life Convention; John W. 
Yates, Detroit, and Fritz A. Lichten- 
berg, Columbus, general agents Massa- 
chusetts Mutual; Theodore M. Riehle, 
New York, manager Equitable Life: 
Robert H. Denny, Cleveland, National 
Life of Vermont; G. Franklin Ream, 
Cleveland, Mutual Benefit; H. P. Gra- 
vengaard, Columbus, and Mansur B. 
Oakes, Indianapolis. 


Imagination Is Needed 


Mr. Lovelace’s subject was “Practical 
Selling Ideas” and he dwelt on the use 
of imagination in selling life insurance. 
[he good salesman must create a pic- 
ture which his prospective patron can 
understand. “Our imagination runs in 
three fields,” said Mr. Lovelace. “We 
imagine things that we are familiar with, 
things we hope for or things we fear.” 
The insurance man must talk in lan- 
guage familiar to the client. He must 
appeal to an imagination based on that 
person’s life, what he is familiar with, 
hopes for, or fears. Insurance must be 
applied so he can see it and enjoy its 
benefits. A picture must be drawn. 


More Than Mere Selling 


Mr. Hart took as his subject, “Signs 
of the Time in Life Underwriting.” 
He spoke on the development of or- 
ganized education among insurance men; 
the gradual resulting change from com- 
mercialized salesman te counsellor on 
man’s economic needs. The insurance 
salesman of today must offer a solution 
to the problems of life, he said, and 
insurance underwriting means more now 
than mere selling. His talk indicated 
the gradual rise to modern methods and 
the trend of today. 


Had Right Selling Idea 


Mr. Weeks talked on “Oats,” which 
subject was made up from the first 
letters of four words, oral anecdotes, 
testimonials, and stories. These words 
indicate, the three sales mediums by 
which the salesman may increase his 
insurance business. Psychology formed 
a prominent part of his speech before 
the Sales Congress and Mr. Weeks un- 
covered the old patent medicine vendor 
as exemplifying the skill and fundamen- 
tals of present day selling. This man, 
he said, knew human nature and was 
among the first to apply oral anecdotes, 
testimonials and stories, in salesman- 
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NEW YORK LIFE REPORTS 
ON MORTALITY RECORD 


HEART DISEASE DEADLIEST 


Circulatory and Respiratory Troubles 
Cause 45.9 Percent of Total 
Deaths Last Year 


NEW YORK, March 14.—As the an- 
nual deaths in a large life insurance 
company. are an indication of the gen- 
eral mortality trend all over the coun- 
try, it is important to note in an an- 
nouncement just made by the New 
York Life that over 45.9 percent of the 
total deaths among its policyholders 
last year was caused by circulatory and 
respiratory troubles alone, including 
heart disease, diseases of the arteries, 
influenza, pneumonia and _ tuberculosis. 

Heart disease was the principal cause 
of death, the percentage of the total be- 
ing 17.6. Cancers and tumors came sec- 
ond, with 10.5 percent, while the third 
largest cause was influenza and pneu- 
monia, 10 percent. 

Accidents and other violent deaths 
ranked fourth, with 9 percent, the chief 
cause of accidental death -being the 


| automobile. Four hundred and thirteen 
suicide claims were paid; 659 persons 
died before the end of their first year 
of insurance, and 662 who were in their 
second year, the total payments on ac- 
count of those who had been insured 
for less than two years amounting to 
$6,206,462. 

Not many years ago tuberculosis led 
the company’s list regularly year in and 
year out. However, with the develop- 
ment of medical science, this disease has 
been controlled to such an extent that 
last year it ranked’ sixth among the 
causes of death among New York Life 
policyholders. 

A small group of only 32 New York 
Life policyholders who died last year 
were insured in various companies for 
a total of $12,903,178, of which $5,080,- 
308 was paid by the New York Life. 
During the past two years the New 
York Life has paid total claims of $103,- 
723,588, as compared with $86,792,477 
paid out in death claims during the 
first 50. years of its existence. The to- 
tal amount of death claims paid since 
organization is $979,262,675. 


Life Notes 


The Service Life of Lincoln has been 
licensed in Illinois. 


The Home Life of Little Rock has 





been licensed in Tennessee. 





REGIONAL MEETING HELD 
BY LINCOLN NATIONAL 


—_— 


WHOLE COUNTRY COVERED 


Representatives From Many States 
Gathered at Kansas City in An- 
nual Convention 


Representatives of the Lincoln Na- 
tional Life from Missouri, Kansas, South 
Dakota, Nebraska ,Colorado, Oklahoma, 
Illinois, and Iowa were in convention 
this week at the Kansas City Athletic 
Club. Vice-president Walter T. Shep- 
ard headed a delegation of home office 
representatives. Tuesday night, at the 
annual banquet, Dr. Burris A. Jenkins, 
a noted local speaker, made the principal 
address. Mr. Shepard acted as toast- 
master. At the banquet honors were 
paid to the Minute-Men of the Missouri 
Valley, and other representatives who 
had made unusual achievements during 
the past year. 

Addresses of Officials 
The daily sessions of the convention 


included addresses by Manager of 
Agencies A. L. Dern, Superintendent oi 














ROYAL UNION LIFE 
INSURANCE COMPANY 


DES MOINES, IOWA 


Opportunity 
Ahead / 


Desirable territory open for per- 
sonal producers particularly in 
the states of: 


MISSISSIPPI 
OHIO 
PENNSYLVANIA 
NORTH DAKOTA 


Salesmen of high character and 
ability who are looking for per- 
manent connections are invited to 
write us for full information. 

We offer liberal commissions and 
an unexcelled line of fast selling 


contracts! 


Royal Union Life Building 
Cor. Seventh and Grand Ave., 
Des Moines, Iowa 


ROYAL UNION LIFE 
INSURANCE COMPANY 


DES MOINES, IOWA 
A. C. TUCKER, President 























Agencies R. D. Holt, Medical Director 
W. E. Thornton, Assistant Superin- 
tendent of Agencies W. T. Plogsterth 
and by J. P. Sullivan of St. Louis. Pay 
R. Schweich, manager of the Kansas 
City office, acted as host. 

‘Lhe preceding week a similar convep- 
tion was held at Aamarillo.. Vice-presj- 
dent Shepard has just completed a trip 
over the whole country and has led 
similar meetings at Philadelphia and 
Cleveland as well as at Amarillo and 
Kansas City. Mr. Dern, Mr. Plogsterth 
and Mr. Thornton accompanied him, 
Other officials were present at various of 
the other sessions, A similar meeting 
will be held later at Minneapolis. 


STATE MUTUAL LIFE IS 
NOW MORE AGGRESSIVE 


The State Mutual Life now is show- 
ing signs of branching out and becom- 
ing more aggressive under President 
Chandler Bullock. This is its 85th an- 
niversary year and the company has 
set out to write $85,000,000. Last year 
it did better by a million or so than 
$70,000,000 and in 1927 it wrote $67. 
000,000. The State Mutual does not go 
west of Nebraska and is in only three 
southern states. An assistant superin- 
tendent of agencies has been put on 
and the home office is commencing to 
stimulate the various agencies more than 
has been done in the past. It would 
not be surprising if the company would 
commence to enter new western and 
southern territory. 


National Savings Reincorporates 


The National Savings Life of Kansas 
City, Mo., has been incorporated with 
$600,000 authorized capital to take over 
the Kansas company of the same name. 
The incorporators are L. A. Boli, Jr. 
Martin A. Seward, W. K. Chorn, Thom- 
as L. Crawford, Daniel V. Howell, J. P. 
Jeffords, Joshua Barbee, W. J. Brown, 
Joseph S. Brooks, A. L. Stripe, R. E. 
Booth, Ruby D. Garrett, C. P. Le Mire 
and J. H. Zuckles, all of Kansas City, 
and J. S. Coe of Topeka, Kans. 





| Insurance Stock 
Quotations 





HARLES SINCERE & CO., the in- 
vestment house of Chicago, gives 
the following stock quotations: 


Stock Par div 
Aetna Cas. & S. : 
Aetna Fire..... 
Aetna Life 
Amer. Auto.... 
Automobile, Ct. 
Cent. West C.. 
Chgo. F. & M.. 
Chgo. Nat. Life 
Col. Nat. Life. 
Comel. Cas..... 
Conn. General. 
Continental, Ill. 1.80 
Cont. Cas...... 1.60 
DetroitF. &S.. §& § 4 
Detroit Life.... { é _— 
Fid. & Deposit T&EXx 
wlens Falls.... 1.60&Ex 


785 
1290 


12&Ex 


Great Lakes... 
Hanover Fire. 
Hartford Fire.. 
Htfd. St. Boil. 
Home Fire 
Indept. 

Indept. 

Ins. Co. of N. A. 
Ins. Secur. Co.. 
Inter-South. L. 
Lincoln Natl... 
Lloyd Cas...... 
Md, Casualty... 
Mo. ; 
National Cas... 
National Fire.. 


2.00 


4.50&Ex 


Niagara Fire... 
No. Amer. Life. 
Old Line Life... 
Pac. Mut. Life. 
Peoria Life.... 
Pref. Accident.. 
Southn. Surety. 
Sun 

Travelers 100 
U. S. Fid. & G. 
U. S. Fire 
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pRASER AGENCY INCORPORATES 

p, M. Fraser, general agent for the 
foanecticut Mutual in New York, has 
Lcorporated his agency so as to reward 
Lembers of his executive staff. He re- 
sins the title of general agent and pres- 
vat, and John M. Fraser has also been 
iamed general agent and vice-president. 
; J, Ransom, secretary, and J. F. 
moomey, treasurer, have been made as- 
cate general agents and are also of- 
iers of the corporation. 

Pp. M. Fraser has been general agent 
or the Connecticut Mutual for over 10 
wars, during which time the agency 
gs grown from $1,500,000 the first year, 
» more than $24,500,000, last year. It 
« today, by far the largest agency of 
lke company, having in excess of $120,- 
000 paid for business in force. 

1. M. Fraser has been with the agency 
or 10 years as full-time producer, su- 
yrvisor and associate general agent. He 
igs built, and manages, a large organ- 
ation which produces many millions 
ach year. Some of the most successful 
‘idmen in the company were secured 
and developed by Jack Fraser. 

1. F. Toomey has been associated 
with the company for 19 years, as sales- 
man, cashier, office manager and agency 
manager. He is a competent executive 
and has a thorough knowledge of life 
insurance in general, and his company 
in particular. He will continue to man- 
we the office. 

H. J. Ransom has been in the life in- 
surance business for nine years, the en- 
tire time with the Fraser agency. He 
started as a personal producer, but be- 
cause of his aptitude for organization 
work was soon made a supervisor. His 
organization brings in a volume of busi- 
ness which would be a good-sized gen- 
tral agency. 

P. M. Fraser will continte active in 
charge of the organization, and the 
policies and methods which have proven 
successful in the past will be continued, 
ad more rapid growth is planned. 

eo = 


SEE BIG MARCH BUSINESS 


There is every assurance that March 
will prove another record month for life 
uderwriters in New York, at least, if 
ut those countrywide. There is, first, 
the holdover business in most offices 
that gives some assurance. February 
was a short month and much business 
was initiated which could not be closed 
m the 18 full working days. As added 
encouragement, there are the dividend 
and interest reports that show a new 
high record of distribution on public 
holdings to be made during this month. 
The financial editor of the “Journal of 
Lommerce” estimates that dividend and 
mterest payments in March will reach 
$463,000,000, some 10 percent over last 
March as a whole and 15 percent over 
in the matter of industrial dividends. 
Interest disbursements are cut some- 
what by the retirement last year of the 
third Liberty Loan 4%s, but even so this 
Year passes last year. Industrial con- 
terns are furnishing their stockholders 
wah a record March in the matter of 
distribution, with promise in many direc- 
tons of very large additions in the form 
® stock dividends. This does not 
directly affect the life underwriter, un- 
ss he is a holder of these shares— 
Which is true of an ever increasing 
fumber, of course—but it is an item in 
te matter of business prospects. 

_ ith this huge distribution of income, 
‘tionwide, during March, the recipients 
th ‘se earnings and investment in- 
for ¥ should prove admirable prospects 
wll life insurance. If they be 
oak out at once, before these pro- 
mean ‘Ro the way of all easily earned 
added. a solid investment might be 
re » the present holdings in the 
the Pe a sizeable life policy. Just as 
Pros armer is the best life insurance 
earl Pect during the harvest season and 
Y winter months, the great army of 


(Nash of the National) 








NYLIC INCENTIVES and AIDS TOSUCCESS |/§ 











public investors, now nearly everyone 
in the middle or upper stratum of 
salaried persons, should prove the most 
accessible during these months of heavy 
returns. Thus it is significant to dis- 
cover that industrial concerns are pay- 
ing out in dividends an amount 15 per- 
cent over last year and 25 percent over 
the previous year. It is such factors 
that go to make new life insurance rec- 
ords, even when retail business or the 
stock market is inclined to show a re- 
cession. And in March the life under- 
writer can seemingly find the means of 
making just such a new record. 
* 2k 


CITES RAPID TRAINING 


R. H. Keffer, New York general 
agent for the Aetna Life, tells of an 
unusual case of sales development un- 
der the direction of a keen producer, a 
man connected with his office develop- 
ing into a writer of $840,000 in 40 days, 
after a 35-minute conference with the 
star producer of the office. The star is 
William Rogge, who has been with Mr. 
Keffer slightly over a year and who has 
developed into many times a million 
dollar writer in that time. In one month 
he wrote $3,000,000. On Jan. 22 of this 
year, Mr. Keffer complimented Mr. 
Rogge on another unusually large case 
he had just delivered. In reply, Mr. 
Rogge said that if Mr. Keffer would 
give him a wide awake agent, let him 
train him in his methods for one hour 
only and put him out—this agent would 
write half a million in a month’s time. 
As they spoke, a live broker came into 
Mr. Keffer’s office and the conversation 
was repeated to him. The upshot of it 
was that this broker talked with Mr. 
ogge for 35 minutes, the broker went 
out with his new sales ideas and at the 
end of 40 days—last week—this broker 
had turned in 13 examinations for a to- 
tal of $840,000. 

x * * 
PENNELL MOVES OFFICE 


Frank Pennell, New York general 
agent for the State Mutual of Massachus- 
etts, is moving into his new quarters in 
the Transportation building this week. 
Mr. Pennell quickly outgrew his old 
quarters, taking on the agency a year 
ago January and before the end of the 
year, bringing it up from seventh place 
to the lead in the company’s national 
agency organization. The Transporta- 
tion building already houses eight life 
general agencies, including two of the 
largest in the country, those of C. B. 
Knight and Beers & DeLong. 


United States Life Anniversary 


The United States Life is entering on 
its 80th year. The company’s capital is 
$300,000, its surplus and contingency 
fund amounts to $287,000. It has as- 
sets of $6,731,000 and insurance in force 
over $33,900,000. Henry Moir, the presi- 
dent, is widely known in insurance cir- 
cles because of his actuarial ability and 
general insurance knowledge. 


New Indiana Laws 


The sixty-day session of the Indiana 
legislature closed on Monday of this 
week and five important insurance bills 
have become laws. Under two of the 
new statutes Indiana life and fire com- 
panies are given more latitude in the 
investment of their funds. 

Under one of the new laws life in- 
surance companies may use the Amer- 
ican Men table, for rates, but reserves 
must be maintained under the American 
Experience table. The National Frater- 
nal Congress act extending the fraternal 
societies the right to write all forms of 
policies including endowments and lim- 
ited payment forms was also passed. 


The Chicago office of the Great Wegt 


Life of Winnipeg has been moved to the’ 


National Surety Bond building, 107 East 
Madison street. C. T. Milner is manager. 
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Nylic Friends 


g National advertising grows because retail 
merchants have learned that it is much 
easier to sell goods that are well known to 
the public. . 
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Nylic Agents do not find it necessary to 
“introduce” their Company, which now ® 
has Two Million Policyholders insured for ; 
nearly 7 Billion Dollars. : 


Since organization, Nylic has paid to liv- : 
ing Policyholders and to beneficiaries over qi 
2 Billion 600 Million Dollars. It is now 
distributing over 50 Millions a year in 
Dividends, ® 


Through 84 years of investing, New York 
Life has been of incalculable service to the * 
nation, to business and to individuals, To- 
day its assets of over 1 Billion 400 Million 
Dollars are largely used to finance public 
works, railroads, public utilities, business 
‘buildings, homes and farms. 
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So, wherever the Nylic agent goes, 
he finds Nylic friends—policy- 
holders, beneficiaries and 
borrowers — who are 
grateful to the Com- 
pany for its serv- 
ice to them. 
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NEW YORK LIFE INSURANCE COMPANY | & 
MADISON SQUARE, NEW YORK 


DARWIN P. KINGSLEY, President : 
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Two Sets or Three? 


NE of the things this modern 

mother found out is that 
teeth, so vital to well-being, begin 
to form before birth. And that 
in order to give her baby good 
teeth her own diet must consist 
largely of eggs, fresh vegetables, 
fruits, whole-grain cereals -and 
milk. 


The first set of baby teeth is very 
important in its effect upon the 
second set and should be given 
the greatest care. When one of 
the little teeth is 


sixth year. They appear behind 
the two temporary molars, and 
can easily be distinguished by 
counting the double teeth on each 
side. If there are three double 
teeth in a row the back one is 
the permanent one. 


These first permanent molars are 
the keystone of the dental arch 
and govern the position of all the 
later teeth. Coming in as they do 
in a .mouth full of temporary 
teeth, they are frequently neg- 

lected and some- 





lost, before nature 
is ready to send 
out its successor, 
the shape of the 
jaw is likely to 
change in such a 
way that the sec- 
ond teeth will be 
crowded and 
come in unevenly. 


cause eye, 


trouble, 


Especial attention 
must be paid to 
the double molars 
of the temporary 
set. By good den- 
tistry these 
should be made to 
last until the 
tenth or eleventh 
year. And so, 
when her child is 
only four years 
old—hardly more 


latter, 


possible. 





Your Doctor 
will tell you 


Poison from tooth infection 
may damage vital organs, may 
nerve, or joint 
rheumatism, head- 
ache, or any one of a long 
list of serious ailments. 


The expert dentist of today 
employs much of the wisdom 
of medical science; 
real engineering skill and his 
work is often touched by the 
grace of artistry. 


If teeth are lost, artificial 
substitutes can usually be 
made which will insure com- he 
fort, good appearance and 
efficient service. Without the 
good digestion and 
therefore good health are im- 


times extracted 
as part of the 
baby set. 


Good teeth do not 
just happen. They 
are built by food 
—like every other 
part of the body. 
First in import- 
ance comes the 
food the mother 
eats before her 
baby*is born, then 
the food she gives 
him through 
babyhood, and fin- 
ally the food that 
selects for 
himself. Teeth 
are living parts of 
the body and need 
the minerals con- 
tained in eggs, 


he uses 








than a baby—and 

thereafter every six months, the 
modern mother takes him to her 
dentist. 


The first permanent teeth are 
called the six-year molars be- 
cause they come in at about the 


milk, vegetables, 
fruits and cereals. 


Lucky is the baby whose wise 
mother has determined that he 
shall have such fine first and sec- 
ond sets of teeth that he will 
never need an artificial set. 
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ence made the statement, “Bad teeth are the most common 


breakdown.” 


Se tue 
aie 


~\ 


us that teeth should be watched not from the outside alone, 
as well and that a tooth which has never 


ached nor shown 


f 





- METROPOLITAN LIFE INSURANCE COMPANY 
NEW YORK ¥ 


Biggest in the World, More Assets, More Policyholders, More Insurance in force, 
More new Insurance each year 





HOEY & ELLISON LEAD 
EQUITABLE AGENCIES 


MARCH IS PRESIDENT’S MONTH 


Pennsylvania Heads States in Production 
—Cincinnati Agent Reports Largest 
Individual Production Volume 


March has been designated as the an- 
nual president's month by the Equitable 
Life of lowa—a month during which 
the company’s agency force will again 
honor President Henry S. Nollen. 

The plan for the campaign this year 
consists of building a bouquet of roses 
for President Nollen. A large placard 
upon which is a vase filled with rose 
stems has been furnished each agency. 
Roses are to be furnished to paste upon 
the stems as each 10th part of the 
agency’s allotment is paid for. Ten roses 
complete the bouquet. 

February Good Month 


The paid-for production for the 
Equitable Life of lowa during February 
was $7,150,662. Pennsylvania led in 
state production with business of $1,091,- 
322. Other leading states were: Iowa, 
$949,297; Ohio, $944,154; Illinois, $931,- 
815, and New York, $907,430. 

S. P. Broomhall of the Cincinnati 
agency led all agents of the Equitable 
Life of Iowa during February with busi- 
ness totaling $120,500. Other leading 
personal producers were: J. A. Mason, 
New York City; W. E. Mullineaux, Los 
Angeles; M. Muchnick, Philadelphia, 
and H. J. Miller, Philadelphia. 


Hoey & Ellison Lead Agencies 


The Hoey & Ellison New York City 
agency led all agencies during the past 
month with a production of $450,500. 
Other leading agencies were: Wallis & 
Tyson, Philadelphia; R. H. Sheldon, Los 
Angeles; St. John & Carter, Des Moines, 
and H. Hendricks, Decatur. 

The Equitable Life of Iowa reports 
that February was another excellent 
month for business from policyholders 
of the company, $2,771,570 or 38.7 per- 
cent of the month’s business was secured 
from this source bringing the total for 
the year to $4,977,412. The percentage 
of year’s business to date from old poli- 
cyholders is 39.1 percent, or 3 percent 
more than was secured last year. 


Watches for Consistent Producers 


Suitably engraved gold watches have 
been awarded by the Central States 
Life of St. Louis to 32 charter members 
of the company’s Perseverance Club, 
each member of which must produce at 
least one application a week for 50 con- 
secutive weeks. 


Has Two Big Months 


The Northwestern Mutual Life an- 
nounces that January and February of 
this year were the largest first two 
months of a year in the history of the 
company for issued business. Nearly 
$80,000,000 of issued business was re- 
ported for those months and in Feb- 
ruary nearly $40,500,000 was issued. 


“Dickenson Month” Sets Record 


Agents of the Security Mutual Life of 
Binghamton, celebrating February as 
“Dickenson Month,” in honor of Presi- 
dent David S. Dickenson, broke all pre- 
vious records for the month by submit- 
ting a total of more than $3,600,000 in 


new business. 


President Moore Gives Statement 


President George Godfrey Moore has 
issued a statement on the 1928 business 
of National Reserve Life, Topeka, Kan. 
The company now has $2,600,536 of ad- 

itted assets, $352,374 surplus, and cap- 
itah of $550,000 and policyholders’ re- 
serve of $1,619,594. 





=> 
VICTORY LIFE REPORTs 
GOOD. SHOWING IN 1928 


_ 


ASSETS TOTAL 4136755 


—_. 


Statement of Topeka Company Shows 
Nearly $15,000,000 of Insurance 
in Force 


The annual statement of the Victory 
Life of Topeka shows that the company 
prospered in 1928. It closed the vear 
with admitted assets of $1,367,553 , 
gain of $310,996 over 1927. Unassigned 
surplus is now $200,000, which is a gain 
of practically $35,000 over the 1997 fig. 
ure. The company now has on deposit 
with the state the sum of $1,018,000, As 
the end of 1927 this amount was sr. 
000. The insurance in force Dee, 3 
1928, was $14,855,000. ; 

This company started in 1921, [py 
1923 it started paying dividends to jt; 
charter policyholders. In 1923 a 3; 
percent dividend was paid and in 19% 
the same percentage was repeated. Since 
1925 and including 1928, a 3514 percent 
dividend has been paid. In 1928 the 
dividends paid in cash to the charter 
policyholders totaled $94,067. 

The company formerly wrote a stock 
with policy contract, but such contracts 
have not been written for the past 2 
years. 

The lapse ratio in 1928 was a little 
less than 9 percent on the total busi- 
ness on the books. 

W. J. Bryden, secretary and general 
manager, has been at the helm since 
the company was organized and is de- 
serving of much credit for the success 
of the institution. 

The Kansas department recently 
completed an examination of this com- 
pany. The examiners spoke in the high- 
est terms of the management and said 
that the record speaks for itself. 


Texas Stock-With-Policy Bill 


Stock-with-policy sales will be pro- 
hibited in Texas, if a bill which has 
passed the state legislature is signed by 
the governor. Existing companies are 
not affected. Those starting up to 
March 1 of this year are given until 
1931 to comply and no new companies 
of this type may be organized. 


Conducting Agency Schools 


Pearce H. Young, director of educa- 
tion for the Missouri State Life, left the 
home office last week for Des Moines, 
Minneapolis and Detroit, where he will 
conduct agency schools for members of 
these respective branches. Mr. Young 
has just completed a tour of offices m 
the south and southwest. 


Allow American Men Table 


An amendment to the Ontario insur- 
ance law proposed by the provincial 
government would make optional the 
use of the American Men Ultimate table 
of mortality for valuation of contracts 
issued on or after Jan. 1, 1929. 


Kansas Life Reports 


The Kansas Life of Topeka now has 
$26,844,798 in force. A gain in assets 
of $248,581 was made in 1928, which 
brings the total to $2,782,533. The com- 
pany reports a capital and surplus o 
$666,680. F. H. Scholle, secretary am 
general manager, has been very influet- 
tial in the splendid growth of the com- 
pany. 


Another Term of Agency School 


The Bankers Life of Nebraska_'s 
planning another term of the home office 
agency school for the latter part ° 
March. The lists are confined to 15 me, 
most of them recommended or picked 
out by district agents, after a study 0 
their habits and qualifications. D 
Olson, agency manager, has found this 
— to be productive of the best re 
sults. 
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AGENCY TRAINING METHODS | 


Plan Used by the Ives & Myrick Agency of the Mutual Life 
of New York in Manhattan i 








——— 
NEW YORK, March 14.—Agency 
aining has had an important place in 
he agenda of the Ives & Myrick agency 

: the Mutual Life in New York for 
sany years and particularly in recent 
wars, in recognition of the new type of 
glesmanship required a definite train- 
ig program has been worked out which 
unches each new man into actual suc- 
essit! selling, if such is at all possi- 

The Ives & Myrick agency is one 
of the largest in the country. It was 
the 1928 leader in New York City, its 
said for total being $46,822,000. 


In Class and Field 


ble. 


The managers of this agency have 
jased their training plans on two main 
factors, the need for preparatory knowl- 
edge of the business, obtainable only 
through class study and collateral read- 
ing, and the value of field training, the 
nplication of this knowledge under 
saeed surveillance. The first is now 
yorked out into a definite class session 
which is offered the groups of new men 
fve or six times a year, as required. It 
; a ten session course, practically 
standardized to meet current needs ef- 
jectively, the entire work requiring 
about five weeks to complete. The chief 
idea back of the leader’s mind is to pre- 
ent the fundamentals of the business 
and to do so without confusion of mind, 
which is so apt to develop when a man 
undertakes the study of a new technical 
feld. Thus, the fundamentals are kept 
in their true proportions and constantly 
correlated with the sales side of the 
business—to the interest of the student. 
In this way, assuring that advances will 
not be made until properly correlated 


and understood, neither the student nor 
the instructor will be carried on to ad- 





vanced steps until the first steps are 
thoroughly learned. 


Stress Law of Averages 


Basic to the entire work, the law of 
averages is stressed, first as fundamental 
to the business itself and then as basic 
to sales success. An actuarial picture 
is first presented, non-technically, to 
show the application of this law of av- 
erages to the operations of life insur- 
ance in all its details. Through the 
study of a hypothetical company, the 
student sees it at work—and then is 
shown its parallel application to sales 
work. Reserves, mortality, policy writ- 
ing, participation—all. are studied in 
their relationship to this basic problem. 
In all subjects an attempt is made to 
correlate the fundamentals of both the 
technical and the selling side. 


Study All Phases 


The class study begins with a picture 
of life insurance and its actual opera- 
tion, structure, salesmanship, underwrit- 
ing. Then there is study of funda- 
mental actuarial principles and, con- 
cretely, the rate book. Policy contracts 
are studied. Selling plans are analyzed, 
for all types of business now offered. 
Special attention is given to estate prob- 
lems, taxation, insurance trusts, busi- 
ness insurance. These are first studied 
in the abstract and then through actual 
case analysis. For office efficiency, there 
is then added the study of underwriting 
and office procedure. 

The managers point out that they 
recognize a new order of things in life 
insurance. During the early years of 
this century, the business was still in 
its pioneer days. The agent then had 
to sell not only a policy, but the idea 





of life insurance. Today that is changed. 
The agent no longer needs to sell in- 
surance, but a particular type of in- 
surance to fill a certain need. This 
creates a special service which requires 
some such training, if the agent is to 
adequately serve his clients. 


Give Personal Instruction 


The study is first taken up in the 
classroom with groups. That is not all, 
however. It is carried on through per- 
sonal work, members of the staff work- 
ing personally withthe new men to 
see that the ideas are thoroughly grasped 
and applied. Individual instruction is 
largely a review of the class instruc- 
tion, but it is also a guide for the per- 
sonal work necessary in prospecting and 
programming of the daily routine. The 
law of averages is again stressed and 
the agent shown that he must keep to 
a constant average of daily calls, to 
secure the desired results. How to da 
this is shown where trouble is encoun- 
tered in application of the ideal. It is 
also stressed that small business is, if 
anything, more to be sought than large, 
as it is basic to the business as a whole 
—and leads to the larger business of 
itself. It is felt that the realization of 
such factors as these point to proper 
training and understanding of the busi- 
ness. 

Use Field Training 


Class work completed, the agent is 
ready for the field work and here the 
Ives & Myrick office carries a definite 
part of the training work. Members of 
the managerial staff go into the field 
with all new men. It is felt desirable 
to even have the member of the staff 
actually handle the cases for the first 
week, possibly, the new man sitting in 
as audience. The second or third week, 
the agent is encouraged in working out 
the cases according to his own devised 
program and after that, most men are 
ready to assume the work of their own 
—though the managerial staff is always 
at call for assistance. In this connec- 
tion, it is pointed out that there is no 
+» 





question of dividing commissions at any 
time, either during the training period 
or later, when assistance may be sought. 
This is regarded as managerial service 
and given gratis, the agent reaping the 
full return for the completed case. This 
is thought the best plan to remove all 
possible sources of misunderstanding 
and friction and create a strong man- 
agerial corps, uninterested in the divid- 
ing of the agent’s income, and interested 
only in his development. It is a part 
of the program of training the agent 
to train himself. 


Collateral Reading Used 


Through all this work, the managers 
have a program of collateral reading 
which they suggest to the new men. In 
the aggregate, this makes a sizable 
program of effort for the new man, but 
it grounds him on the details and dove- 
tails the class and field work, with a 
growing knowledge of the many factors 
in the business. Books by the leaders 
in the business and by the managers 
themselves, various technical services, 
the “Diamond Life Bulletins,” charts, 
indexes and many other helps are thus 
utilized. Some of this is during the 
class study and some while in the field 
and all is suggested to the individual 
as his personal requirements develop. 


Have Program Sheet 
with the 


Another idea developed 
training period is the use of a definite 
program. As mentioned, all of the 
study is focused on sales work and on 
the needs of the client. To give prac- 
tical application, program sheets are 
suggested and the agent is encouraged 
to make his approach on the basis of 
a definite program. This is not to be 
coldly analyzed for the prospect, but 
rather to present a picture of the com- 
pleted “house” which he is buying, in- 
stead of the tools which the workmen 
are to use in building it. The latter is 
held comparable to the case of the agent 
who stresses policy details and actuarial 
refinements. It is the actual program, 
the supplying of something to fill the 
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INSURANCE COMPANY 


Saint Paul, Minnesota 


Jackson or Hattiesburg 
in Mississippi 


An attractive General Agency opportunity will be open 
in each of the above places early in 1929 for the right men. 


The Company—$160,000,000 of Insurance in Force— 
Assets $18,000,000 — purely mutual — growing — and 
having the most definite aids for selection, education 
training and supervision of agents. 
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CALIFORNIA STATE LIFE 
INSURANCE COMPANY 


J. ROY KRUSE................President 


Home Office ..................Sacramento 
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Seventeenth Year—The Year of Greatest Progress 





Total Insurance in Force December 31, 1928... . .$100,692,920 
Net Increase 1928 (35.4 percent)................ 26,336,130 
Admitted Assets December 31, 1928......... . 15,085,974 
Gain in Admitted Assets 1928 (32 percent)...... 3,664,731 
Percentage Business Renewed 1928............. 90.06% 
Income on Investments..............sseeeeeees 6% 
Paid Policyholders and Beneficiaries, 1928.......$ 936,066.81 
Total Paid Policyholders and Beneficiaries since 
organization of the Company............. 6,314,831.05 


BALANCE SHEET DECEMBER 31, 1928 


ASSETS 


Real Estate (Home Office Bldg.)............$ 1,544,922.75 
All Other Real Estate.. ‘ 


Policyholders’ Obligations .. a 
Cash on Hand and in Banks....... 
Bonds ... 

Interest Due and Accrued......... 
Premiums in Course of Collection 
ee EY Ss cécdeccdddeecesase 


a eee ee $15,218,377.42 
Less Assets Not Admitted........ id 132,402.70 


Total Admitted Assets..................$15,085,974.72 


LIABILITIES 
ff |. Peay a eececcees -$13,517,604.97 
EE TED Oe ee eee 174,146.16 
I. 612s n anni oaicdaiiamnt ghia 4 53,543.85 
Premiums and Interest Paid in Advance and 
SI FI oseink cca eus 0 ces 0st b008 117,004.99 
ry | fh CU eee ee 71,483.44 
Reserve for Depreciation of Home Offic 
Building and for Fluctuation in Value of 
Securities ; ‘ 129,067.54 
122,911.36 


Unassigned Funds .............. 400,912.41 
Policyholders’ Surplus ................++++++ 900,212.41 
ES lll 





Splendid opportunities open for men of character who want 
to build for their future. Liberal direct Home Office con- 
tracts—with a Company in an expanding mood. 











OPPORTUNITY! 


Desirable Territory Open for General Agencies. 
Liberal Contracts. 


THE CAPITOL LIFE 


Insurance Company 
DENVER, COLORADO 
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prospect’s individual needs, that is of | ness was written in January and gj 9» 
interest to the prospect and for this the a 


program sheet is valuable. 


Thus, it is 


made an important part of the training 
work. As for results, the agency points 
to its record of growth: $1,600,000 writ- 
ten in 1909; $5,700,000 in 1912; $7,400,- 
000 in 1915; $15,000,000 in 1918; $24,- 
200,000 in 1921; $29,880,085 in 1924: $38,- 
097,000 in 1927; and $46,822,000 in 1928. 
What is more, the agency is now nearly 


25 percent ahead of last year. 


Doubles Insurance in Force 


The Bank Savings Life of Topeka has 
doubled its insurance in force since 1924, 
the 1928 statement showing $40,077,257 
in force. The company reports assets 
of $4,342,412, surplus of $237,021 and 
policyholders’ reserve of $3,714,830. It 


is capitalized at $200,000. 


George L. Grogan, agency vice-presi- 
dent, reports that $1,258,841 new busi- 





600 in February. 


Atlantic Life’s New Treasure; 


D. W. Kelly has been elected treas,-., 
of the Atlantic Life of Richmond, 4, 
was formerly assistant treasurer. p,. 


.M. Jones, formerly secretary-treas,,, 


of the company, retains the office oj nal 
retary. i 


Life Counsel Set Date 


The Association of Life Insuranes 
Counsel will hold its convention \,, 
24-25 at Old Point Comfort, Va. Cy). 
vention headquarters will be the Chap. 
berlain-Vanderbilt hotel, other plans 
now being in the making. 7 


S. Pemberton Hutchinson, one of +, 
Penn Mutual’s trustees, is dead at th 
age of 67 years. He had been a trustes 
of the company since 1910. . 





——— 
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Business issued in 1928 and amount in force December 31, 1928, in various commonwealths 

















NEW JERSEY 




















New 
Business 


Bankers, 4,817,277 

Bankers, 

Colonial, 

Colonial, ° 

Colonial, N 

Mut. Ben., 

Northeastern, oe 

Prudential, N. J...O. 98,532,648 

Prudential, N. J...G. 69,866,398 

Prudential, N. J....I. 127,544,021 

Acacia Mut., . see 2,830,888 
17,314,649 
5,828,385 


N 
N 
N 
N 


Amer., 

Baltimore 

Baltimore 

Bankers, 

Bankers Rers., Neb.. 
Berkshire 

Brooklyn Nat 
Columbian Nat 
Columbian Nat..... a 
Conn. Gen. 


Continental Am., Del. 
Continental, 

Equitable, N. Y.... 

Equitable, N. Y.... 

Equitable 

Eureka-Md. 

Farmers & Td., N. 

Fidel. Mut. 

Gerard 

Guardian, coo oG 

Guardian, N. Y..... I. 

Home, N. 

Inter-Southern 

Jefferson Stand 

Jno. Hancock Mut.O. 15,222,834 
Jno, Hancock Mut.G., $25,000 
Jno. Hancock Mut..I. 17,624,807 
Judea 338,300 
Lincoln N 3,173,400 
Manhattan 282,830 
Massachusetts Mut... ,320,750 
Mass. 248,000 
Metropolitan \ 3,495,224 
Metropolitan . 29,569,932 
Metropolitan 

Midland Mut., 


27,250 

16,425,602 

73,105 

17,583 

286,521 

New Eng. Mt., q 6,421,563 
New York Life 26,430,048 
Nerth Amer., 1,369,400 
Northwest. Mut., Wis. 9,808,250 
Nrthwst. Nat., ° 454,210 
Pacific Mut., case 652,596 
Penn. 10,929,508 
Peoria, 401,710 
Philadelphia > 1,201,132 
Philadelphia ‘ 6,000 
Phoenix Mut., - 3,288,602 
Provident Mut., -. 11,658,811 
Reserve Loan, —_ 188,000 
Security Mut., N. ee 949,412 
Shenandoah, 114,000 
Southern Aid, Va..I. 9,702 
Standard, 74,000 
State 4,079,708 
Sun, Can. . 14,647,303 
Sun, Can. ‘ 555,600 
Travelers . 18,751,917 
Travelers . 26,404,404 
Twentieth Cent., ee 64,237 
Union Cent. 8,153,121 
Union Labor . 129,000 


In Force 
5,117,314 
868,300 
5,112,174 
1,984,250 
26,855,068 
167,297,321 
1,160,000 
458,780,663 
120,541,607 
650,693,122 
9,052,488 
86,966,436 
16,053,802 
19,717 
717,250 
1,393,448 
2,711,735 
112,603 
6,199,189 
975,900 
14,783,415 
2,093 


11,042,664 
12,997,067 
6,914 
8,427,086 
887,684 
648,500 
80,201,755 
$66,500 
81,278,057 
507,300 
7,120,130 
2,158,989 
70,451,090 
708,000 
436,241,157 
66,380,157 
392,029,325 
820,016 
14,564,526 
575,350 
210,750 
89,888,709 
106,539 
2,077,934 
3,864,060 
26,429,735 
175,393,627 
8,525,632 
89,677,617 
969,793 
2,226,209 
74,015,579 
610,146 
5,669,889 
210,500 
12,671,108 
66,803,659 
191,500 
2,808,852 
603,565 
9,702 
281,652 
15,667,186 
32,623,860 
1,265,300 
120,289,370 


- 70,372,188 


58,019 
29,549,074 
190,500 





Union Labor . 990,000 
Union Mut 393,927 
United L. & 560,500 
U. 8S. Life, 5 
Victory, 

Wash. Fid. oo 

Wash. Fid. Nat...G. 721,043 








OKLAHOMA 








New 

Business In Force 
Midland, Mo. 2,055,698 6,807,452 
Morris Plan, N. eee 1,930,300 1,948, 55 
Lincoln Lib., Neb.... 120,000 112,000 
Capitol, 465,000 2,761,920 
Continental, be cccce 35,973 2,935,380 
Central, Kans........ 5,87 798,877 
Northwestern Natl.... 363,2 2,429,488 
Old Line, Wis 397,96 1,223,7% 
Jefferson Standard... 3 10 
Connecticut Mut 
Central, 
Bankers, 
Amer. Natl., cece 4,525,928 
American, Colo....... 1,046,000 
Globe, } 47,500 
Federal, Ill.........-- 707,980 
Farm. & Bank., Kan. 1,933,353 
Home, N. ¥ 921,110 
Guardian, N. 404,463 
Register, 94,500 
Sentinel, 68,000 
Reliance, 1,017,122 
Progressive, Ark...... $38,500 
Wash. Fid. Nat 58,250 
Springfield, Ill........ 208,731 
Prudential, ° 7,348,374 
Old Amer., 19,200 
Penn. 1,633,165 
Phoenix Mut 2,605,035 
Pacific Mut 3,191,462 
National, 596,908 
National, U. 8. 1,186,846 
Northwestern Mut.... 5,872,800 
Nat. L. & A., Tenn... 814,264 ey" 
Mutual, N. 7,228,581 60,794,008 
Natl. Fidelity, Mo.... 1,290,036 6,431,05- 
Mass. Mutual........ 
Mass. Protective 
Great Republic....... 


Atlas, 

Illinois 

Great Northern. ese 
Columb., Nat., Mass.. 
State, 

Columbus Mut., 0. 








NEBRASKA 


— 














New 
Business In Force 
Pioneer Ind., Ned... 
Amer. Thrift, Neb... 
Amer. Nat., 
Bankers Res., 
Cent. Sts., 
Cedar Rapids 
Capitol, Colo. 
Central, Ill. 
Cosmop. Thrift., 
Home Guard., N 
Inter-Southern 
Liberty, Kan. 
Lafayette 
Lincoln Lib., Neb.... 2,572,600 
Kansas 88,000 
Manhattan, N. Y 43,080 
Mo. State... 1,053,622 
Mo. Valley, N 449,000 


(CONTINUED ON NEXT PAGE) 





18,742,048 
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Treasurer 


ected treasurer 
‘ichmond, He 

Casurer, Rp. 
ae ~treasure, 
e office of 







S€c. 


Date 


ife Insurance 
nvention May 
rt, Va. 


m, One of the 
} dead at the 
een A trustes 





00 ae 
27 1,905,211 
00 915,448 
64 2,769,828 
40 636,253 
86 84,146 
43 744,211 
————— 
\ 

8 In Force 
8 6,807,452 
0 1,948,550 
1) 112,000 
0 2,761,920 
3 2,935,380 
8 798,877 


9 2,429,408 
228,188 


ax 





rVw wwe oo 
on 
. 

o: b4 

= Cal 

> we Le 


lO aa ee ee oO ae 





47,648,409 
2,111,173 
50,796, 008 
6,431,052 
18,742,082 

) 489,50) 





ae 
—<—<—<——— 


In Force 





21,7 736.589 
449,000 
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(CONT'D FROM PRECEDING PAGE) . New New 
New Business In Force Business In Force 
Business In Force | Columbia, O.......... 172,000 1,513,311 } ee eg Pa....... 378,865 1 
j ‘ o ° . Columbian Natl...... 1,322,345 4,289,263 | PCCUFIY ... ee eereees 1,971,919 
ee Sake SS Ase oo 206 op | Columbus Mutual... 699,500 2,138,364 | Sentinel, Mo........ 314,883 
a tit ae eee © 144.887 3.270.593 | Commonwealth aid 1,900,883 3,255,842 | Southland, ike caabe 22,500 
Northwestern Natl.. 4,756,189 16,549,477 | Comm. Genl........... 3,270,998 10,380,393 | Springfield, Ill........ ete 
Line, Neb....... 3.246.000 23.421.260 |°*COmn. RRs 6cncecse 4,155,372 18,335,251 | = om 7 serene 1,197,526 
old ~ - 4 ~~ Conservative, Ind.... 6,796,007 24,550,625 | State Mut., Mass 1,026,779 
Occidental, COE. . oces 151,165 202,097 Contin . _—s ’ Sun, Canad: a8 ane 
ok CaM ic. . manne 2.000 ental, Ill....... 380,895 1,160,113 | >"n. anac Beeseeseee 4,693,898 
Provic 1,237,920 7,119,196 | Comtinental, Mo...... 53,63 367,021 | Twentieth Cent., Ill.. 118,986 
di elabaate Bi teh Ree ae ie 9911 Crescent, Ind......... 1,160,951 5,621,544 | Union Central........ 1,448,137 
oe Re ee 41,500 221,000 | Boni : _<—aes 621,54 Union Lat D.C ; 
mal Us., Ia...... : 84,300 1,337,647 | Empire L. & A., Ind. 793,322 73,222 oo? Serene Sees 10.500 
ag Sey per aes sae o0e 2'138'380 Equitable, N. Y..... 12,880,588 77,502,309 Union Mutual..... ; 31,340 
eee. cecenmeewens 241,309 "395.956 | Equitable, Towa...... 4,836,919 29,113,956 | United Benefit, Neb... 252,000 
State Mut. Mass..... 700,845 6,973,859 | Federal, Til.......... 1,512,707 4,520,608 | Pased, Tl....... “ Pe bs 
eater Neb 719 o1e 217 | Federal Res., Kans... 20,641,464 United States........ 202,181 
Service, Neb. ....... 19,414 6,216,317 Fed - , Victory Ill » ¢ 
gr gga iene 3,116,100 29,381,935 | Federal Union, 0..... d Bl Hert he 686,568 
Un, Cen one pte a ° ct Fidelity Mutual... Volunteer St.. Tenn.. 19,684 
Twentieth Cent., ll.. a 1 ontaih Franklin, Ill......... Wash.-Fid. Nat...... 45,500 
Victory, Kan. oversee 497,290 744,395 Great Northern...... Western & Southern. 5,119,614 
Equity, Ned. .....++- 484,000 4,617,305 - 2s Wiscons ife » 972 
. — . | Great Western, Ia.... isconsin Life....... 402 
Elkhorn, Neb. ...... 774,910 5,445,956 G ai N. Y e Wisconsin National 163 50 
Nat. Progressive, Neb. 253,500 255,510 amt — ere = ane mans 
SRENGED ccccccecscccce 
- ]} Indianapolis ......... TENNESSE 
| Inter-Southern ...... .458, 668 
| SOUTH DAKOTA John Hancock Mut.. 7,235,089 E 
{| | | Kansas City.......... 272,500 
4 = ———"' | Lafayette, Ind....... 1,368,560 11,912,508 M 
gf ae 1,313,759 6,707,905 New 
New Lincoln Natl., Ind... 70,689,969 214,540,887 Business In Force 
Business In Force Manhattan .......... 378,027 745,484 | Atlanta, Ga...... o 378,092 700,878 
Agricultural, Mich.... 7,000 18,000 | Massachusetts Mut: 7,611,489 47,133,791 | Atlanta, Ga. reed 729,457 2,251,789 
Capitol, Col.......... 156,200 833,540 | Massachusetts Protec. 200,000 540,171 | Eureka- Maryland eee 67,000 643,690 
Sel, Wb. .tschcess 523,62 2,762,634 | Metropolitan ........ 20,523,858 116,117,977] Jefferson Standard... 2,663,000 15,342,004 
Elkhorn L. & A., Neb. 2, 714 486,620 | Midland Mutual...... 331,730 769,029 No. Carolina Mut... .O. 197,667 621,033 
EW cae 107,417 350.836 | Minnesota Mut....... 497,825 9 No. Carolina Mut...I. 993,439 1,826,611 
Lincoln Natl......... 421,426 $,400,362 | Missouri State........ 3,807,154 17,580,239 | Northwestern Nat..O. 673,019 2,700,356 
Monarch, Mass....... 14,000 40,000 | Monarch, Mass....... 109,000 118,000 | Northwestern Nat...G. 26,500 52,500 
N. Am. L. & A., Minn. 5,000 19,432 | Morris Plan, N. Y.... 1,427,800 1,504,400 | Shenandoah .......0. 2,302,000 5,290,638 
Ola Line, Wisc..... 28,395 148,770 | Mutual Benefit....... 2,456,615 27,417,817 | Shenandoah ....... GG. eaaee 175,500 
Travel. Equit., Minn.. 243,000 338,000 |.Mutual, Md.......... 293,543 450,079 | Southeastern, S. C.... 302,348 301,245 
Mutual, N. Y......... 10,198,433 71,148,375 | Sun, Canada.......... 2,821,720 2,642,346 
= i, “Oe ee 416,144 1,568,799 | State Mutual......... 1,848,671 11,348,286 
Pe, WRoccccscce 1,562,970 9,810,238 
| INDIANA National, | SER 677,023 7,744,181 
| ew England Mut.... 2,633,994 20,517,039 
= New York........... 12,336,612 84,978,330 MISSOURI 
North American...... 161,500 2,966,795 aie 
aa, Northern States, Ind. 859,265 10,817,398 —— 
usiness In Force Northwestern Mut... 9,905,500 102,997,681 
Abraham Uine., Iill.. 314,886 522,680 | Northwestern Natl... 239,405 1,061,497 New 
Acacia Mut., D. C.... 1,232,000 5,561,950 | Ohio State........... 404,786 1,790,943 Business In Force 
DR, 6060s0eeuceeox 8,103,045 55,020,828 | Pacific Mutual....... 893,936 7,236,947 | Manhattan, N. Y..... 174,531 1,590,892 
Amer. Bankers, IIll.... 200,648 500,867 | Pan-American ....... 1,473,965 9,407,244 ; Provident Mut...... 2,810,245 21,580,906 
Amer. Cent., Ind.... 2,397,095 17,159,422 | Penn Mutual......... 4,990,408 32,126,975 | Royal Union, Ia...... 943,600 15,076,470 
American, Mich....... 6,000 193,493 | Peoples, IIl........... 744,337 | Progressive, Ark...... 74,050 7 
American, Tex........ 120,933 349,118 | Peoples, Ind......... 32,940,815 | Merchants Res., Ill... = ........ 68,268 
Amer. Savings, Ind... 919,366 919,366 | Peoria ..cccsccccccecs 5,195,286 | St. Louis Mut..... a" 1,133,992 10,776,028 
Aenite, Vaoooceavece 44,795 181,536 | Philadelphia ......... 131,635 | Amer. Sav., Mo.. _ 324,700 442,000 
Bankers, Ia.......... 6,314,663 36,887,185 | Phoenix Mutual...... 1,303,487 11,627,746 | Amer.-Sec., Mo....... ee 8 §8€=—§s_ pac aenas 
Bankers Nat., N. J... 321,737 237,827 | Provident Mut....... 2,119,658 13,107,288 | Amer. Natl, Mo...... 1,000,684 4,274,087 
Bankers Res., Neb... 129,000 323,017 | Provid. L. & A., Tenn. 6,500 113,731 | Peoples, Mo.......... $21,260 649,168 
Berkshire} Mass..... . 578,178 5,154,765 | Prudential .......... 33,804,208 144,029,423 | Bankers, Ia..... ove 3,180,804 33,769,832 
Bus. Men's Assur..... 1,952,857 3,617,825 | Reinsurance, Ia...... 131,013 756,784 | Capitol, Colo......... 514,2 2 20 1,585,288 
Contral, Is. .c<cccsese 49,165 493,354 | Reliance .........++. 1,147,814 6,653,972 | Central, Ia........... 3,068,120 
Comtral, Fih.cccccecs 66,871 419,646 | Reserve Loan ....... 2,494,021 11,410,107 | Conn. Genl...... oh 748,390 
Chicago Natl........ 12,530,832 14,118,631 | Rockford ............ 675,410 2,143,283 | Conn, Genl........ oO. 7,668,553 





Omaha .... 


Des Moines 
Inter-Southe 
Great Repub 
Globe, Del.. 


Girard, Pa.. 


Crescent, In 


Amer. Bank 
Amer. Bank 
Central, Ill. 
Peoria ....- 


Amer. Nat., 
Amer. Nat, 
Amer. Nat., 


Chicago Nat 





Bankers Res., Neb. 


North western Nat,. 


Equity, Neb.. 
Great Weste 
Atias, Okla... 


United States........ 
Lafayette, Ind........ 143, 343 


United L. & A.....- 


Fidelity Mut......... 
Atlanta, G....... I 
Atlanta, Ga,........ oO. 


Mutual, N. Y......- 
Amer. Old Line, Neb. 


Security Mut., Neb... 





New 

Business 
Continental, Ill........ 1,431,028 
Central, Kans..... . 662,878 
Franklin, Ill...... O. 
Franklin, Ill G 
Equitable, Ia..... 
Phoenix Mut... 
Aetna ...... 
tankers, Colo 
Great Southern, Tex.. 
Twentieth Cent., Ill... 14,000 
Nat. Savings, Kan.... 750,470 
Life & Cas., Tenn.I... 5,853,439 
Life & Cas., Tenn..G 152,900 
Life & Cas., Tenn... .O 118,400 
Farmers Natl........ 88,339 
Federal Reserve, Kan. 8,434,829 
Great Northern. oes 279,000 
Sun, Canada...... oes 6,147,272 
Peoples, Iil....... 481,466 
Lincoln Liberty, Neb.. . 137, 000 
Victory, Ill...... . 7 K 
Momm, B. Becseceds 
Abraham Lincoln..... 
Old Amer., Ark....... 
Farmers Un. Mut., Ia. 
Columbian Natl. 





L. & A... 
PR ccccsces 668,738 
MBO cccece 154,416 
1,000 
31,000 


Chicago Natl...... o« 100,225 
Illinois 2,888,380 


rn, Ta se 798, 000 





Gocccccces 


ers, Il..1. 
ers, 111.0. 


Tex...O 
Tex....G. 
Tek. oe ok 





Provident L. & A..... 50,500 
Guaranty, Ia@......... 686,872 
Bank Savings, Kans.. 1,126,026 
Security .ccssessecce 404,539 
Union Co-Op., D. C.G. 498,000 
Union Co-Op., D. C.O. 175,211 
State Mut., Mass..... 3,194,655 
Mut. of Balto......I 10,828,552 
Mut. of Balto..... oO. 1,836,999 


100,225 


In Force 
4,041, 071 
2 298 





1, 122,760 
23,843,309 
28,169,898 
56,573,520 


1,217,246 
1,000 
684,711 
2,054,186 
93,588 
218,181 
1,553,017 
79,551 
433,205 
4,941,070 
1,022,020 
763,735 
225,653 


16,735,389 


“ 


1,880,364 
1,592,677 
70,167 
1,827,339 
11,791,196 
633,180 
241,500 





4,290, 

1,947,642 
1,140,491 
696,500 
60,600 
21,899,496 
22,609,673 
2,856,954 

602,277 


(CONTINUED ON NEXT PAGE) 








Announces the Appointment of 


MORGAN JONES 
Manager Chicago Branch 


568 Insurance Exchange Building 


THE PAN-AMERICAN LIFE writes a complete line of low-cost non-participating policies. 


signed especially for Commercial business and are generous in their benefits. 
parison. 
brokers. 


him every reasonable assistance. 


* New Orleans, U.S. A. 


Crawford H. Ellis 








Pan-American Life Insurance Company 


THE PAN-AMERICAN LIFE has a Substandard Department broad in its treatment of under-average risks. 

THE PAN-AMERICAN LIFE writes Non-cancellable and Commercial forms of Accident and Health Insurance. Its Non- 
canceliable Income Policy is low in rate and broad in coverage. Its Cancellable forms of Accident and Health are de- 
THE PAN-AMERICAN LIFE combines Accident and Health with Life Policies, affording a rate that is without com- 
THE PAN-AMERICAN LIFE will be pleased to consider brokerage business in the above lines from well established 


MR. MORGAN JONES is in a position to make liberal agency contracts on all lines and will give men contracting with 


PAN-AMERICAN LIFE INSURANCE CO. 


E. G. Simmons 


President Vice-President and General Manager 
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THE NATIONAL UNDERWRITER 


March 15, 1999 
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FIGURES FROM DECEMBER 31, 1928, STATEMENTS 
LIFE COMPANIES 




















Pd. Policy- Total 
—— ~— 
387,809 1,120,996 


7,876 34,037 
4,137,146 11,448,240 
90,707 365,602 
22,658 343,272 


1,208,206 2,502,640 
364,491 912,407 
324,169 597,119 
3, 413, 087 6,682,995 
242,141 569,211 
484,627 1,324,330 
339,944 812,060 
2,260,364 4,700,766 
196,806 711,837 
63,000 182,210 
165,901 360,235 
7,405 106,938 

2,128,153 4,244,138 


13,039,706 19,429,801 
113,251 


64,700 280, eee 


Total New Bus. Gain in Prem. Total 
— = — 1928 Ins. tales Ins. in Force — oe hi 

A. L. & A, Ky 834, oss 105,000 46,091 19,093,527 16,273,319 1,948,536 1,103,955 1,144,322 
A. lL. & A., Mo 5,000 1,722 453 3/074 313,900 95,016 31,106 33,956 
Am. Nat., Tex. 33, 384 +H 2, 000; 000 2,075,461 294, 800, 303 546,645,788 79,944,821 12,874,825 15,314,456 
Bnks. Nat., Fla. 529,752 124,100 21,669 ,877,067 11,516,287 2,639,220 459,477 ,077 
Bnks. Nat., N. J. 489,073 202,570 220,327 14,624, "264 13,116,409 11,808,129 184,151 448,875 
Boston ......--. 9,768,031 ...+.. 669,660 20,651,667 58,476,417 4,073,195 2,661,164 3,401,831 
Carolinas, 8. C. 1,079,713 100,000 36,122 14/148,864 24,461,424 103,868 993,691 1,134,875 
Columbia, O... 3,720,783 200,050 113,421 3,216,835 22,454,628 1,321,443 560,292 79,902 
Columb’n Nat.. 38,489,296 200,000 1,482,285 35,516,825 223,324,002 10,578,937 5,948,917 8,643,999 
Conserv., Ind.. 1,944,748 100,805 33,749 7,624,761 26,874,701 2,691,627 611,865 723,921 
Cont’tal, D.'C.. 1,534, ane 100,000 9,223 24,722,715 31,057,881 3,948,992 1,505,604 1,576,234 
Home, Ark..... 3, 816,8 300,000 281,935 9,736,587 43,062,938 3,961,801 1,057,204 1,264,531 
Inter So., Ky.. 19,323, $27 1,250,000 500,000 39,072,771 156,344,151 33,521,498 4,001,906 8,827,147 
Kansas .....-- 2°780,065 210,000 456,679 11,153,253 26,844,798 4,499,712 783,790 936,996 
Life & Cas., Ill. 839,744 300,000 273,423 4,229,000 13,593,095 589,000 273,752 315,115 
M. lL. & A., Ky. 420,204 200,000 89,373 2,398,744 5,558,556 995,649 354,077 378,544 
Monarch, Mass. 457,431 200,000 141,184 4,033,900 6,249,500 3,209,000 170,305 186,227 
Occid’l, Calif... 19,091,586 500,000 252,928 23,934,152 137,694,833 31,518,139 4,073,376 8,001,723 
Phnx. M., Conn. 126,728,633 ...... 7,231,258 80,125,924 544,790,819 37,662,552 22,343,707 31,649,753 
Pioneer, S. C.. 306,294 100,000 3,179 6,620,072 14,127,483 7,507,411 199,884 239,365 
Prudent’l, N. J.2,029,018,415 2,000,000 64,833,955 3,000,644,974 12, eet, 583,248 1,321,063, aay 455,739,603 568,993,376 224,409,946 344,764,879 
Puritan, Rm. Bee 1,712,844 200,000 59,144 1,448,322 8,702,772 "501 ,428 222,347 325, 1 

Louis Mut.. 3,938,198 .cccce 262,775 1,516,564 12, 059, 351 877,70 370, 297 600,857 
Shenandoah ... 4,815,864 500,000 450,138 18.412,417 72,274,000 5,729,835 1,530,908 1,820,985 
Springfield Tl. 8,024,148 ...... 338,74 8,881,431 69,622,385 44,878 2,320,777 2,800,469 1,432,294 2,047,615 
Standard, Pa... 5,459,684 356,096 104,947 3,835,026 27,141,058 1,082,627 800,758 1,160,047 93,1 754,386 
State, Ill...... 165,810 100,000 5,002 604,075 1,414,031 338,825 46,379 72,599 57 56,905 
Trav. Eq., Minn. 705,906 125,000 11,537 1,966,500 6,176,531 1,066,000 167,357 591,007 21,712 520,116 
Victory, Del... 570,461 200,000 42,086 7,441,655 11,492,103 3,509,355 355,346 392,926 61,11 299,623 
Union Mut., Ia. 90,967 ccccss 344 4,414,20 6,030,576 3,641,626 105,852 107,511 5,510 76,96 
Univer, Tenn... 372,929 105,575 20,32 3,207,584 pt Ash KS Beer eee 936,4 975,387 381,734 889,831 
Wash. F. N., Ill. 1,474,497 .300,000 509, 310 15,173,934 18,745,968 3,430,449 558,160 609,811 134, "089 6,031,433 











Our Agents 


Have 


A Wider Field— 
An Increased Opportunity 
Because We Have 


General Age Limits 0 to 60. 
Non-Medical Age Limits 0 to 45. 


Policies for substantial amounts (up to $5,000) for Children on 
variety of Life and Endowment plans, thus enabling parents to- . 
buy all of the Family’s insurance on the Ordinary, i. e., Annual, 


Semi-annual or Quarterly Premium plan. 


Participating and Non-Participating Policies, Medical and Non- 


Medical. 


Same Rates for Males and Females, Medical and Non-Medical. 


Double Indemnity and Total and Permanent Disability features 
for Males and Females alike, Medical and Non-Medical. 


Standard and Substandard Risk Contracts. 


Our Class C Senior Agents may write Non-Medical Applications 


for as much as $3,000. 


We have openings in Ala., Ariz., Ark., Dela, D. C., Fla., Ga., Ill, 


Ia., Kans., Md., Mich., Minn., Miss., N. “M.. N. C., Okla., 


THE OLD COLONY LIFE INSURANCE COMPANY 


of 


Ss. D., W. Va. 


CHICAGO, ILL. 


B. R. NUESKE, President 


The Company has its Home Office in its own building at 166 W. Jackson Blvd., running 
through to Quincy and Wells Streets, right in the heart of Chicago’s Financial district. 
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New 

Business In Fores 
Guardian, N. Y.....G. 37,000 16,000 
Guardian, N. Y....O. 3,592,458 23,4 87,149 
Jefferson Stand. ° 119,000 ] 
Monarch, Mass. 38,000 
Mut. Ben. .... 9,466,061 
National, Ill. . 1,190,935 
New York Life. 24,211,831 
National, Vt. . 3,063,199 
N. Amer., Ill... 441,932 
Secur. Mut., Neb.. 92,889 
Southland, "Tex. 82.107 6 
Springfield, Ill. 250,613 61 
Union. Comt. ...cecee 3,147,861 24,674,118 
Union Mut., Me...... 271,686 4,391,794 
Universal, Tenn. ..O. 119,000 234,000 
Universal, Tenn. ...G. 261,106 733,707 
Universal, Tenn. 117,587 150,843 
Universal, Mo. 911,560 1,196,008 
St. Joseph, Mo.. 829,390 8,742,462 
Central St., Mo 5,019,173 24,836,879 
Western St., Mo....G. 343,750 861,000 
Western St., Mo....O. 917,375 575,175 
Missouri State ....G. 914,980 49,037, 
Missouri State ....O. 37,499,877 115,058,2 
Surety, Me. ....ccece 771,840 1,907,492 

} 
KENTUCKY 
New 

Business In Force 
AMlantie, VG... .cccccce 340,144 1,371,893 
Amer. Bankers..... oO. 50,185 
Amer. Bankers. I. 401,252 
American L. & rt Ky. 7,939,634 7,932, 
Fed. Union Life, O..0O. 1,013,485 1,325.43 
Fed. Union Life, O..G. 435,000 1,2 
Fed. Union Life, O..1. 55,177 247, 
Fidelity Mut.......... 992,186 6,966 
George Washington... 244,586 2,5 
Victery, Tll.....- Pecee 14,051 
Lafayette, Ind....... 138,515 
Manhattan, N. Y..... 81,003 1,685,66 
Bankers, Ia.. seoce 1,625,119 9,964,794 
Conservative, Ww. Va.. 1,268,895 1,509 145 
Inter-Southern .....O. 6,629,337 5 
Inter-Southern ....G. 3,101,944 
Amer. Natl, Mo...... 361,270 
Atlanta, Ga eee cee 144,092 
Jefferson Standard.. 2,440,300 
Monarch, Mass....... 3,000 
Southeastern, S. C..... 145,662 
Sun Life, Can...... oO. 2,395,673 
Sun Life, Can...... G,. 39,000 
Shenandoah, Va...... 103,250 
United States Life... 153,698 51, 
Bankers Nat., N. J... 42,500 a 000 
Bankers Res., Neb... 207,000 5,015 
Columbia, O......... 670,000 2,747,868 
Missouri State......O. 782,206 5,206,831 
Missouri State..... G. 493,500 767,000 
Northwestern Nat.... 636,309 2,163,511 
Provident L. & A...O. 130,033 358,000 
Provident L. & A..G. 1,610,000 1,130,750 
Domes. L. & A., Ky.O. 106,500 666,500 
Domes. LL &A., Ky..I. 2,397,446 3,975,428 
Independent, Tenn..O. 87,500 80,500 
Independent, Tenn. .I. 945,682 628,654 
PUNE wenccccnosccese 157,060 1,172,311 
Ky. Cent. L. & A.... 4,909,714 7,907,701 
Life & Cas., Tenn..O 370,741 1,100,253 
Life & Cas., Tenn..G. 498,000 303,650 
Life & Cas., Tenn. .I. 4,934,121 4,968,434 
Mammoth L. & A., Ky. 1,767,837 4,494,628 
Ohio State ........ 213,950 637,380 
State Mut., Mass peese 1,744,448 13,745,275 





NORTH DAKOTA | 














| 

—) 
New 

Business In Force 

Gr. Northern ....... 74,500 74,500 

Massa. Prot. ....... 21,000 51,000 

No. Amer., Iil....... 496,660 4,344,173 

Wamlsora, Ta. 2.02000 432,437 2,872,109 

Bus. Men's Assur. 259,814 297,853 

TE csccevaranedoe 826,451 3,661,112 

BOOS WREN cic cccctc 524,500 1,543,349 

Security Mut., N. Y. 15,438 586 
Great West, Can..... 3,709,293 
Minnesota Mut .... 2,485,076 
Mutual, N. Y........ 2,230,963 
Dn c.anenne note 713,888 
New York Life...... 4,886,362 
Reliance, Pa. ....... 217,643 
Union Cent. .......- 377,500 
> Ben sescccescce 20,500 
Des Moines L. & A.. 260,500 
Federal, Ill. ........ 72,720 
Ge. Woesterm, WS....0/ seseee 
Guaranty L., Ia...... 433,207 
Occidental L., Cal... 1,673,496 

Policyholders’ Nat. 

Ty Bh adsecccocnesce $21,000 
Guar. Fund, Neb..... 620,500 
Bankers Res., Neb... 461,000 
Farmers U. Mut., Ia. 502,000 
Beem, Die Moccccocee 10,061 
Lincoln Nat. ....... 3,299,532 
Old Line, Neb....... 667,500 
Mapes We. ccccccccce 121,000 
Security Mut., Neb... 269,000 
Wisconsin Life ..... 13,000 
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WTUAL BENEFIT IS 
ADOPTING DISABILITY 


(CONTINUED FROM PAGE 3) 


pility coverage and revolutionary in its 
application. lt is particularly interesting 
at this time, as New York state and the 
\ational Convention of Insurance Com- 
missioners are seeking a standard clause 
or disability insurance for the future 
direction of this phase of the business. 


Disability Is Participating 


Of particular interest is the Mutual 
Renefit’s rating plan for this coverage, 
ior it has put the disability policy on 
the participating plan, just as the life 
slices themselves, the disability con- 
act being rated and credited separate- 
_ Gross rates have been issued which 
ermit of any necessary fluctuations 
wd all initial expenses of policy writing 
and then dividends, based on actual ex- 
yrience, will adjust the net cost later 
to what will be a sound basis. That 
dso leaves the company with ample 
margin for readjustment at any time it 
should be found necessary and the com- 
pany regards this as essential in view 
of the present vague understanding of 
this branch of protection. Gross annual 
premiums per $1,000 of coexisting life 
olicy are as follows for the supplemen- 
tary disability policy: 
Ordinary Life 
Waiver of 


ige at Prem. and $10 Waiver of 
Issue Monthly Income Prem. Only 

- $4.20 $0.58 

4.99 -78 

6.35 1.20 

8.92 2.20 

20-Payment Life 

$5.85 $0.55 

mkesee sedate 6.1 -75 

sense eae 6.43 1.28 

eae « 9.14 2.42 

20-Year Endowment 

$3.32 $0.94 

es 4.34 1.11 

{ 6.78 1.63 

DP aeess 9.41 2.69 
Note: The above rates are for the 


oreferred class; the rates for the select 
and special classifications are respect- 
ely 125 percent and 160 percent 
thereof. 
Plan Is Revolutionary 

This entire plan is revolutionary to 
the writing of disability insurance and 
there is much speculation of the future 
{the business in view of this and the 
fact that a legal standard is now being 
sought by the state officials. It is with- 
ut question that the action of the ac- 
tuaries and state officials on defining a 
standard clause has been held in abey- 
ance because of this pending announce- 
ment. It has been known in actuarial 
ranks for a month or so and it was 
about a month ago that the actuaries 


had reached an agreement on a standard 


but withheld action. Whether they will 
now proceed with a standard based on 
the old clause or turn to some such 
jlan as this adopted by the Mutual 
Benefit, is a matter for speculation, 
though action may be forthcoming very 
soon, as the actuaries and state officials 
meet again in executive conference next 
week. There is, of course, the possibil- 
ity of adopting a standard “clause” for 
inclusion in the regular life policy for 
those so writing, as all companies in 
the field do at present, while those who 
wish to follow the Mutual Benefit’s lead 
i the issue of a special policy may do 
0 on that basis. It being a special pol- 
ty and on the participating plan, it 
‘amnot be brought within the scope of 
‘ regulatory plan for the addition of a 
Clause in the life policy. 
May Prove Attractive 


On the face of the announcement, the 
Mutual Benefit is not even approaching 
‘he present disability clause in the way 
' competition, and it is true that it is 
tot entering the field on a competitive 
’asis. But it is true also that the policy 
‘pens the way to keen popularity and 
‘he possibility of general adoption, for 
t puts the disability clause on a scien- 
tific basis and a self-sustaining basis. It 
Temoves all doubt and mystery from 
this troublesome phase of the business 





which has for some time attracted the 
major part of life officials’ attention. 
Put on the large gross premium basis, 
it is without a shadow of danger—and 
yet it offers the possibility of an even 
lower net cost than that now in force, 
if the underwriting under the new rules 
proves as satisfactory as is anticipated. 
Altogether, it is one of the most inter- 
esting and unusual developments in life 
insurance underwriting of recent years. 

The entire matter is fully explained by 
Vice-President E. E. Rhodes in a letter 
received this week by the agency organi- 
zation of the Mutual Benefit and reading 
as tollows: 

“Instead of incorporating total and 
permanent disability; provisions in our 
present policy forms, we propose to is- 
sue supplementary policies. Our defini- 
tion of total and permanent disability 
will differ very materially from the defi- 
nitions used by other life insurance com- 
panies. The definitions of other com- 
panies vary somewhat in phraseology 
but they all in substance provide that 
the insured must be so disabled by bodi- 
ly injury or disease that he is wholly 
prevented from following any gainful 
occupation. Under our proposed con- 
tract the insured will be regarded as to- 
tally and permanently disabled while by 
reason of accidental bodily injury or by 
sickness, his earning power is so im- 
paired that his earned income is not 
more than one-fourth of what it was 
prior to such disability. Disability must 
continue for four months before any 
claim accrues under the policy. Instead 
of dealing with presumptions, opinion 
and other matters of discretion, we shall 
deal with ascertainable facts. The two 
contracts, in fact, are not comparable. 


Two Benefits Offered 


“The benefits will consist of (1) a 
waiver of the current premiums on the 
life insurance policy and on the supple- 
mentary policy, and (2) a monthly in- 
come payable during the continuance of 
disability. 

“The waiver of premium will be lim- 
ited to a maximum coverage of $100,- 
000. The monthly income will be a 
designated amount as set forth in the 
application for the insurance, not in ex- 
cess of 1 percent of the face amount of 
the life insurance policy, or $250, which- 
ever is the smaller. 

“Supplementary policies will be issued 
with or without the monthly income 
benefit. They will be participating and 
will provide for surrender values. They 
will not be issued to persons who are 
not in receipt of a regular earned income 
from a profession, trade or business, or 
to persons over fifty-five years of age, 
or under twenty years of age. They will 
not be issued in connection with five 
year term policies. There will be no 
provision in the supplementary policy 
for the payment of any additional sum if 
death occurs by accident. 


Available to Many 


“The supplementary policy will be is- 
sued in connection with any outstand- 
ing policy of life insurance’ issued by 
the company upon which not less than 
five annual premiums remain to be paid, 
if the insured person is an eligible risk 
and comes within the class acceptable to 
the company for coverage of the new 
type. The supplementary policy will 
contain provisions which, while entirely 
fair to the insured, will protect the com- 
pany against adverse conditions which 
surround the present total and perma- 
nent disability provisions. 

“As the benefits under the proposed 
supplementary policies are materially 
greater than the benefits under the dis- 
ability provisions now in use by most 
life companies, the premiums are neces- 
sarily higher. 

“Within a period of 60 days after the 
inauguration of the new plan, the com- 
pany will consider an amendment of ap- 
plication, without medical examination, 
from those who desire supplementary 
policies in connection with life policies 
for which a medical examination was 
furnished within 60 days preceding the 
date of receipt at the home office of the 
amendment.” 
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NORTHWESTERN NATIONAL 
LIFE INSURANCE COMPANY 


O. J. ARNOLD, parswent 


STRONG~> Minneapolis Minn. ~ LIBERAL 
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441 YEAR| 


Greatest Year in Company’s History 





Gain in Paid-for Insurance in Force .... . 


30 MILLION DOLLARS 


12% 


An increase over the gain made in 1927 of over 


7 MILLION DOLLARS 


30% 


New Business During the Year — Paid-for basis 
64 MILLION DOLLARS 


An Increase over 1927 New Business of over . .. . 


7 MILLION DOLLARS 
Admitted Assets increased over... . 


12144% 


334 MILLION DOLLARS 13% 


FINANCIAL STATEMENT 


December 31, 1928 


RESOURCES 
Bonds, 


Government, State, County, 

and Municipal ........... .$5,680,658.85 
Railroad, Public 

Utility, etc. ............++ 7,726,495.87 





First Mtg. Loans (City and Farm)........ 
Collateral Loans ...... 
Policy Loans .......ccecceseseesess 
DE ci nwdavaccnbeetseuedssveveen 
Premiums, Due and Deferred............. 
Cash on Hand. ......... 
Interest Due and Accrued and Other Assets 


ee ee 


LIABILITIES 


Reserve on Policies. . 
Death Claims Due and Unpaid............ 
Claims Reported but Proofs of Loss not 

Received .....ccccccccccccccccccceses 
Present Value of Death, Disability, and 

other Claims Payable in Instalments. .. . . 
Premiums and Interest Paid in Advance... 
Reserve for Taxes Payable in 1929........ 
Profits for Distribution to Policyholders. ... 
All other Liabilities. ......4...-e+eeee00- 
Contingency Reserves .........+++++ee0+: 
Surplus to Policyholders (Including $1,- 

100,000.00 Paid in Capital)............ 


“eeeeeeee 


TOTAL ..cccccesceses Seceseseeee eee 


$18,407,149.22 
9,924,248.72 
400,000.00 
5,518,660.77 
1,749,202.70 
1,868,245.00 
208,481.01 
641,590.99 





$88,207,578.41 


$26,787,889.00 
None 


142,917.88 


820,182.27 
171,485.48 
288,862.07 
1,478,718.55 
180,194.99 
879,504.41 


2,562,928.78 





$83,207,578.41 


v 





<j 





INSURANCE IN FORCE 


$288,168,909.00 
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Should Resist Temptation to Sell 


A LIFE insurance executive who has 
given a great deal of study to the sub- 
ject gives it as his opinion that the 
greatest danger to the young and grow- 
ing life companies of the country is in 
the possible desire of the active head of 
the company to yield to the temptation 
to sell out and retire. This, he points out, 
is only likely. to happen. where. the offi- 
cial has accumulated enough of the stock 
so that the income from its proceeds 
will be sufficient to maintain him in 
comfort, or luxury, without~the neces- 
sity of earning a salary. 

This is a rather sordid way of put- 
ting it, but undoubtedly there are cases 
where this condition is likely to be 
found and must therefore be guarded 
against if the present life insurance 
structure is to be maintained. 

There is no doubt that so far as the 
insurance business itself is concerned, 
not considering those as insurance men 
who are primarily interested in making 
a “quick turn” and sacrificing some 
company to their own profit and bene- 
fit, sentiment is overwhelmingly against 
the system of mergers and consolida- 
tions which is operating so extensively 
in many other lines of business. There 
is room for both large and small com- 
panies and one would be merely foolish 
to object to the splendid large institu- 
tions in life insurance which are play- 
ing their part so well in serving the 
public and maintaining the standards of 
the business. But by the same token 
a comparatively few large companies 
and no small ones would create a con- 
dition which would not be for the best 
of life insurance or for the public it 
serves. For the life insurance man him- 
self the ideal condition is the one which 
now prevails. 

There are life insurance*then who are 
better adapted to large organizations 
than small ones and vice versa. An offi- 
cial of one of the largest companies, 
who of course recognizes the benefits 
that come from a mammoth organiza- 
tion, also admits the real danger of its 
being so large that the officers can no 
longer maintain personal contact with 
their field men, and he cited as an ideal 
condition in this regard the medium- 
sized western companies where the 


agents work in close touch with the 
president and other executives and the 
whole comprise a happy, ambitious fam- 
ily with the future largely before them. 

The process of mergers and consoli- 
dations going on in the fire insurance 
field is more or less natural to that 
branch of the business, because it no 
longer has the possibilities of growth. 
The fire insurance companies of Amer- 
ica are merely following those of the 
older country of England, and, as one 
of the officials of one of the great Eng- 
lish companies put it, there was no 
longer a field for expansion and enter- 
prise except by consolidations and 
mergers. 

In the casualty and surety field there 


have been very few consolidations be-’ 


cause, here as in life insurance, the 
public is not yet fully insured. There 
is plenty of room for growth and the 
exercise of initiative in converting the 
uninsured. 

The great growth of life insurance has 
been since the Armstrong investigation, 
after which several hundred new com- 
panies were started. The new companies 
not only created new sales organizations 
but stimulated the older companies to 
a wider development. We are now in 
the midst of this process, and to stop 
it ‘by a series of consolidations would 
be a social and economic mistake. 

There is only one danger to the busi- 
ness as it now stands and that is the 
danger which comes through stock 
manipulation for the profit, not of the 
agents or policyholders, but of the ma- 
nipulator, whether he be of the profes- 
sional variety or an officer within the 
company, who is “tired of the game” 
and wants to retire with a competence 
at the expense of his own organization 
and its patrons. Such a man should step 
aside if he feels like doing so, but he 
should not take his company with him. 

The official referred to suggests that 
one protection would be to have on the 
board of directors of each company two 
or three local citizens of sufficient pub- 
lic spirit to wish to preserve a growing 
institution for the city in which it is 
located and insist on the continuance 
of the company, with reasonably able 
management. 


Prospects Become the Fuel 


J. L. McE rresx of the Connecticut 
Mutwvat at Boston says that new pros- 
pects to an agent are to his production 
very much like gasoline is to the auto- 


mobile. It is necessary to have plenty 
of prospects on hand, to keep the ma- 
chine going. The man with a good pros- 
pect list won’t soon run out of “gas 














PERSONAL GLIMPSES OF LIFE UNDERWRITERS 








J. P. Licklider of St. Louis, director 
of publicity and sales research of the 
Missouri State Life, addressed the Co- 
lumbus, Ohio, advertising club this week 
on “Research in Relation to Advertis- 
ing and Selling.” He told of the re- 
search methods used by his company, 
by which was determined the financial 
condition of every resident of the terri- 
tory, together with their religion, so- 
cial activities, nativity, etc. By the use 
of this information, he said, quotas for 
the company’s district managers could 
be accurately determined. With this 
information the new salesman of insur- 
ance could be furnished with an accurate 
list of good prospects, so that he would 
not have to depend on his own efforts 
entirely. A large number of insurance 
men attended the meeting. 

George M. Mask, manager of the 
Union Mutual Life for New Hampshire 
and Vermont, died at his home in 
Nashua, N. H., last week, aged 62. 

Francis H. S. Morrison, formerly edi- 
tor of ordinary publications of the Life 
of Virginia, died last week at his home 
in East Orange, N. J. He became asso- 
ciated with the company in 1906, retiring 
a few years ago. He was born at Lex- 
ington, Va., in 1864. 

President J. G. Richter has completed 
45 years with the London Life of 
Canada. He reviewed its history at the 
annual meeting a few days ago. The 
company was started in 1874, largely 
through the efforts of Edward Harris, 
a London lawyer. Joseph Jeffrey, a 
bank manager in London, was the first 
president. 

Mr. Richter joined the company as its 
manager in 1883, at the age of 28. With 
cne assistant, he looked after all the 
work. A Dominion charter was obtained 
in 1885, and a year later the industrial 
branch was started. President Jeffrey 
died in 1894, and was followed by John 
McClary, while Dr. A. O. Jeffrey, a son, 
became vice-president. 

George Lackey, chairman of the mil- 
lion dollar round table of the National 
Association of Life Underwriters, and 
Mrs. Lackey have returned to Oklahoma 
City from a trip to San Antonio and 
other points in southern Texas. While 
there, the former addressed the San 
Antonio association of Life Insurance 
Underwriters on life as an investment 
and cooperation plan of trust companies. 
During their trip, Mr. and Mrs. Lackey 
visited J. N. Dyer, Oklahoma 
agent for the Mutual Benefit Life, who 
is spending the winter at his country 
home in the Winter Gardens of Texas. 

The annual meeting of the Mutual 
Life of Canada, held recently at Water- 


loo, Ont., was disturbed by the death 
of A. J. Chisholm, special agent at 
Owen Sound, Ont. Mr. Chisholm at- 


tended the meeting when it opened but 
was taken ill and left the room and 
passed away in the lobby before medical 
aid arrived. He was in his 72d year. 


Members of the King Street, Toronto 
agency of the Mutual Life of Canada 
honored their manager, J. M. Heale, at a 
dinner marking his completion of 20 
years of service with the company. 


E. W. Randall, chairman of the board 
of the Minnesota Mutual Life, has been 
named general chairman of a committee 
to carry on a campaign for funds for 
Sunday school work in Ramsey county, 
in which St. Paul is located. 


T. L. Bradford, ‘vice-president of the 
Southwestern Life of Dallas, has just 
announced that, as a memorial to his 
wife and daughter, Elizabeth, he will 
build and donate to the city of Dallas a 
modern, fireproof hospital for babies. 
The institution will be the last word in 


state . 





hospital construction and wll Acad have th 
most modern equipment to be obtained 
The site is very lovely, facing Reverchon 
Park on Maple avenue and has natural 


beauty throughout its acre and one. 
quarter. Mr. Bradford's oh stipula. 
tion is that this natural loveliness), 


preserved in the plans for the building 
Ferdinand Mouton of Lafayette, |. 
has been appointed to the Louisiang 


insurance commission by Governor 
Long. Mr. Mouton is a former goy. 
ernor and an experienced _ insurance 
man. 


General Agent C. E. Messecar of thy 
Columbus office of the Ohio State Life 
is spending some time in the Veterans 
Bureau hospital at Fort Bayard, N, \ 
He writes the home office as follows 
“If every member of the field force could 
spend a week here and listen to stories 
of regret by patients never again able tp 
buy life insurance, it could not help but 
make them feel more keenly the obliga- 
tion of their vocation to the people.” 

C. W. Halfhill, director and district 
manager of the Ohio State Life, and 
Mrs. Halfhill are on a trip to San Apn- 
tonio, Tex., by way of Orlando, Fla. 

Sam T. Mallison, former state auditor 
and insurance commissioner of West 
Virginia, has joined the firm of Stein 
Brothers & Boyce of Baltimore, which 
firm has recently opened a stock brok- 
erage office in Charleston. 

Although Commissioner S. M. Saufley 
will quit the insurance department of 
Kentucky as its head April 1, he will 
not be idle long. It is said that he 
will head a new insurance company that 
will be known as the Blue Grass Life 
located at Lexington, Ky., which wil 
have capital of $1,000,000. Associated 
with him will be some of the wealthiest 
men in central Kentucky. 

Mr. Saufley started his career as a 
“printers’ devil,” learned the trade, has 
a union card, acted as editor of a lead- 
ing daily in Frankfort for several years, 
purchased his own newspaper, sold it at 
a large profit after building it up wor- 
derfully, combined several weeklies into 
a daily and has made a big success 
with it. 


Rogers Caldwell, Nashville, Tenn., in- 
vestment banker and chairman of the board 
of the Missouri State Life, interested in 
the Inter-Southern Life of Louisville, 
the Southern Surety and the new South: 
ern Surety Fire, is one of the principal 
organizers of the $200,000,000 Aviation 
Corporation, a company formed for the 
purpose of consolidating various airlines 
and allied industries. The company com 
templates a close alliance with railroads 
and steamship lines. 


Dr. A. R. Mitchell, medical director 
of the Bankers Life of Nebraska during 
its 41 years of existence, was the honor 
guest at a banquet tendered him by the 
medical association of Lincoln in com 
pliment of his concluding 50 years as? 
practitioner in the city, where he locateé 
soon after his graduation from Ru 
Medical College. Dr. Mitchell has beet 
one of the big men in his profession ft 
years, and has been highly honored 
the state and national associations. He 
has also been held in high esteem ' bs 
fellow medical directors because of } 
championship of high standards, and ti 
low death loss of his company is creé: 
ited by its officials to his sagacity ' 
passing on risks. 


C. A. Craig, president National Lift 
& Accident, was appointed chairman 
a convention to be held in Nashville ' in 
armistice week of 1929 by the “Wor 
Alliance of International Friendshi? 
At the 1% 


Through the Churches.” 
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meeting, held in New York City, many 
of the most prominent insurance men 
took part. 


Guilford A. Deitch, counsel of the Re- | 


serve Loan Life of Indianapolis, has 
been confined to his home by an attack 
of the “flu” and is just beginning to re- 
gain strength. He now can make short 
yisits to the office. 

Harry L. Seay, Jr., now a junior seek- 
ing a bachelor of science degree at 
Princeton, appears to have inherited the 
ability to accomplish things which get 
him into the public print. His father 
is president of the Southland Life, a 
former president of the American Life 


| 


Convention and speaker last year at the 


|}annual gathering of the Life Presidents 


| 
| 
| 








| 


Association. Harry L. Seay, Jr’s., name 
appears in a list of honor students for 
the first term at Princeton. The list 
of first group students is the highest 
academic rating given at Princeton. 


The late Haley Fiske, president of the 
| Metropolitan Life, left an estate worth 
practically $1,000,000. Mr. Fiske had 
been generous during his lifetime in 
giving funds to different philanthropies. 
His wife is made the principal benefici- 
ary under the will. He made a few out- 
right bequests. At the death of Mrs. 
| Fiske the estate is to be equally divided 
among the children. 
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GARRISON SUCCEEDS FOEHL| OPENING ORDINARY OFFICES 





Formally Named to Managership of 
Downtown Ordinary Office of Pru- 
dential in New York 





The Prudential has announced the | 


appointment of P. Raymond Garrison 
as manager of its New York ordinary 
agency, at 217 Broadway. He succeeds 
the late Charles A. Foehl in this office. 
The new manager has been a Prudential 
man more than 27 years. He started as 
a clerk in the ordinary actuarial depart- 
ment in the home office Nov. 4, 1901. 
On Oct. 15, 1907, he was transferred to 
serve as cashier under R. J. Mix, then 
manager of the New York ordinary 
agency. His first promotion came on 
Jan. 1, 1910, when he took over the 
duties of superintendent of agents there, 
and later he was made assistant man- 
ager, which position he held under Man- 
ager Foehl. Despite his many duties as 
assistant manager he thas always main- 
tained an impressive personal produc- 
tion record. 

The formal announcement of his ap- 
pointment was made at a luncheon of 
New York managers of the Prudential 
last week. Immediately following Mr. 
Foehl’s death, Mr. Garrison was named 
interim manager. This is the leading 
Prudential office and one of the leaders 
of all companies. 


Eureka-Maryland 


T. J. Mahon, superintendent of 
agencies for the Eureka-Maryland As- 
surance, will leave for a trip to Chicago 
in the near future, and plans to visit 
some of the agencies en route. 

The Eureka-Maryland has opened a 
new agency in. Philadelphia, which will 
be under the management of Schwartz 
& Hughes. It has also opened a new 
agency in Detroit to be known as the 
Davis, McCarthy agency. H. B. Ham- 
belton has been appointed superintend- 
ent of the Hagerstown office. 


L. A. Tobie 


Llewellyn A. Tobie, who has been a 
field assistant, agency development, life, 
accident and group departments, in the 
Hartford branch office of the Travelers, 
has been promoted to assistant manager 
of those departments. He has been 
connected with the company since July 
1, 1926. 

He was formerly a bank examiner 
for the state of Connecticut. For some 
time he has been in charge of the train- 
ing of new agents at the Hartford 
branch office. 


E. M. Zuel & Co. 


A life insurance department has been 
opened by the E. M. Zuel & Co., general 
agency, Mankato, Minn., representing 
the Missouri State Life. Harrv Lambly 
has been appointed manager of the new 
department. 











W. A. Wollenmann 


W. A. Wollenmann has been ap- 
pointed general agent of the Guardian 
Life with offices at Huntingburg, Ind. 


| 
| 








Life of Virginia Establishes Branches 
at Key Points Throughout Terri- 
tory It Covers 





The Life Insurance Company of Vir- 
ginia announces the opening of several 
branch offices through which ordinary 
business only will be written. Other 
offices of this type at key points in ter- 
ritory covered by the company are ex- 
pected to be opened later. Offices north 
of Washington will be under the super- 
vision of Vice-president J. S. Daven- 
port, Jr. Those south of Washington 
will be supervised by Frank E. Hall, 
assistant vice-president. Managers of 
branch offices already established are: J. 
Robert Cant, Birmingham; Vernon L. 
Cofer, Norfolk; Philip A. Weyforth, 
Baltimore and vicinity; M. Hope Reedy, 
Florence, S. 

The Norfolk branch office replaces the 
Chesapeake agency of that city. The 
Florence office takes over the business 
of the Pine Belt general agency and will 
cover the eastern half of South Caro- 
lina. Mr. Reedy, in charge of this of- 
fice, was formerly a special agent for 
the company. The other new office 
managers are men of experience with 
good production records with other 
companies. 

H. Clay Dodson has been appointed 
agency inspector of branch office terri- 
tory assigned to Vice-president Daven- 
port. 





W. M. Phillips 


The Victory Life of Topeka, Kan., 
has been admitted to Missouri. W. M. 
Phillips, who was connected with the 
Victory for five years before going with 
another life company, has returned to 
his first love and will be state manager 
for Missouri with headquarters at Kan- 
sas City. 





T. O. Matthews 


T. O. Matthews of the Thompson- 
Matthews Agency of the Sentinel Life 
in Kansas City, Mo., is taking over that 
agency following Joseph B. Thompson’s 
appointment as insurance commissioner 
of Missouri. The agency will be known 
as the T. O. Matthews Agency. 


Ed. S. Moore 


Ed. S. Moore, Inc., Birmingham, Ala., 
agency, has established a life department, 
taking the general agency of the Frank- 
lin Life of Springfield, Ill. The life de- 
partment is in charge of Roy P. Mc- 
Gowan. The Moore office heretofore 
has written only fire and casualty in- 
surance. 





G. K. McKown 


G. K. McKown of Richmond, Ky., 
formerly with the Northwestern Mutual 
Life, has resigned to become district 
manager of the Union Central Life with 
headquarters in Lexington, Ky. 





+ Clarence R. Bigelow 
Clarence R. Bigelow, who has been 
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Members of the 1929 American Central Field 
Club will meet at beautiful Biloxi, on the Gulf Coast 
of Mississippi, January 15, 16, and 17, 1930, Reserva- 
tions have been made at the palatial Edgewater Gulf 
Hotel (pictured above) and fieldmen are vying 
eagerly to qualify for membership and the attendant 
privileges of a wonderful excursion to this nation- 


ound! 


ally-known southern resort. 


Yet, even more pleasant than the prospective 
trip will be the realization of these men that they 
have gained prominent place among the American 
Central’s especial group of most capable and con- 
scientious producers—that they are, literally, “the 


Company’s foremost and finest.” 


Just one of the many reasons why American Central 


CHDCONS 


representatives are happy and successful. 
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manager of the Omaha agency of the 
Guardian Life for the last year, has been 
transferred to Denver as manager. His 
new headquarters will be at 525 Denham 
building. 





F, J. Uehling 


F. J. Uehling, formerly president of 
the Comonwealth Life and North Amer- 
ican Life, has joined the Prairie Life 
Company of Omaha as vice-president. 
He will devote his entire time to agency 
organization. 





Oswin A. Reeves 


Oswin A. Reeves has been made gen- 
eral agent in St. Paul for the New Eng- 
land Mutual Life. He succeeds his 
father, the late A. J. Reeves. 





P. B. Plotts 


P. B: Plotts has been appointed gen- 
eral agent in Washington for the Service 
Life of Lincoln, Neb. Offices are being 
opened in the Peoples Bank building, 
Seattle. 


NEW LIFE INSURANCE 
BOOK IS PUBLISHED 





The A. W..Shaw Company of Chi- 
cago has issued a new book, “Psychology 
for Life Insurance Underwriters,” by 
Dr. W. T. Root of the University of 
Pittsburgh. Chapters deal with getting 
one’s bearing, how to organize one’s 
thinking more effectively, personality of 
the salesman, instinct, innate tendencies 
and emotions, innate wants of life in- 
surance, habit and human behavior, 
habit in a social application, psychology 
of suggestion, application of suggestions 
for salesmanship, psychology of adver- 
tising, role of reason in selling, utilizing 
imagination in salesmanship, personality, 
character and individuality, place of life 
insurance in human progress. The book 
sells for $3. 
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BOLSTER LAWS FOR MUTUALS 





Michigan Bill Backed by Reinsurance 
Department—Dangerous Section Af- 
fecting Taxes Adversely Reported 





LANSING, MICH., March 14.—Bol- 
stering of the laws governing mutual 
life and ‘health and accident carriers is 
probably the outstanding change relating 
to life business sought in the revised 
insurance code recently submitted to the 
Michigan legislature in a bill introduced 
by Alex Cowan of Port Huron. All of 
the changes are sponsored by the state 
insurance department. 

Among the provisions relating to this 
form of carrier is one to the effect that 
no certificate shall be granted such com- 
pany to issue policies until at least 500 
persons have subscribed in the aggre- 
gate for at least $1,000,000 of insurance. 


Provides for Deposits 


The altered law would also provide 
that deposits with the state treasurer be 
$200,000 fon life and $300,000 for life and 
health and accident carriers. No larger 
line than $5,000 could be written on any 
one person by such carriers. By vote ot 
two-thirds of its membership a life car- 
rier of this type would be permitted to 
include health and accident business by 
modifying its corporate powers accord- 
ingly and posting an additional $100,000 
in securities with the state treasurer. 
Such a change could not be made, how- 
ever, unless the carrier could show a 
$300,000 surplus. In all instances in 
which examinations disclosed companies 
of this type not to have maintained 
financial standards required for organi- 
zation, a period of 90 days would be 
allowed in which to bring the carrier up 








to the standard and if it were not then 





met the commissioner would be required 
to initiate liquidation proceedings. 
Adverse Report on Section 


The same reserves as those required 
of stock companies would also be ex- 
acted for carriers under this section of 
law under the proposed revision. 

To legalize forms of group coverage 
which have in some instances already 
been countenanced, the group law would 
be extended to permit group policies for 
aggregations of teachers and postal 
clerks or for labor unions. It is stipu- 
lated that 75 percent of the members 
of such groups take out the coverage to 
make the contract valid. 

Another revision makes the American 
Men Ultimate Table of Mortality a legal 
standard for group. The amended code 
also includes several penalty clauses ap- 
parently omitted by mistake from the 
present laws. Persons making false or 
fraudulent reports of deaths or illnesses 
or disabilities or pressing fraudulent 
claims against compahies would be prop- 
erly subjected to penalties through one 
of these changes, as infractions of these 
laws have previously not been punishable 
under the section. 

Virtually the only dangerous piece of 
proposed insurance legislation to appear 
so far at this session of the Michigan 
legislature has been eliminated from con- 
sideration through action during the past 
week by the judiciary committee of the 
lower house. A section of a bill relating to 
a revision of the state’s laws affecting 
inheritance taxes was eliminated from 
the measure by the committee in report- 
ing it out for further consideration by 
the thouse as a whole. 





Pension Bill Passes House 


Passage by the lower Michigan house 
during the past week of the teachers’ 





=—=—= 


retirement fund bill introduced in the 
senate by Herbert J. Rushton virtually 
assured re-enactment of this somewhat 
controversial measure. Governor (ireen 
asked for favorable action on such a 
bill in his initial message and his signa- 
ture to the measure is therefore certain, 

A final stand against the measure, 
made in the house by a small mi: rity 
of the membership, brought out vividly 
the arguments against such a plan famil- 
iar to insurance men who realize the 





innate fallacies in this form of so-called 
pension. 
Cincinnati Agency Wins First 
In a “Race to the South Pole” be- 
tween the Indianapolis, Cleveland, Pitts. 
burgh and Cincinnati agencies of the 


New England Mutual, the Cincinnat; 
agency emerged first with a total of 
over $900,000 business paid for in seven 
weeks. 


Dinner to Sales Students 


More than 30 officials and agents of 
the life insurance companies of Hartford 
attended an informal banquet given to 
15 managers and general agents who 
have been’ attending the two-week 
school of agency management, con- 
ducted by the Life Insurance Sales Re- 
search Bureau. 

Talks were given by Gordon Keener 
of the Travelers and Winslow Russell, 
vice-president of the Phoenix Mutual 
Life. 

Kinzi Tokogi of the Meiji Life of 
Tokio, Japan, who has been a student 
at the school, was master of ceremonies. 








Would Relieve Taxpayers 


A bill to require Massachusetts sav- 
ings banks operating savings bank life 
insurance to reimburse the state for the 
expense of that department of the state 
was presented before the legislative 
committee on ways and means last week 
by George L. Barnes, commissioner of 
savings bank life insurance. It was 
supported by company representatives, 





— 
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eeping the New Year 


naRan 


Free From Errors 


“Serve and Succeed with The Springfield Life’ 


SPRINGFIELD LIFE INSURANCE COMPANY 


Home Office: SPRINGFIELD, ILLINOIS 


You may be finding it a hard thing to do, this matter of keeping 
1929’s pages fair and free from blunders. 
wanted to be wise ones. 


If choosing a company is one of the decisions you must make 
now, there'll be no regrets if you decide on one that helps its agents in 
every possible way. 

The Springfield Life offers real cooperation to every agent who 
casts his lot with us. You will receive help in finding prospects, and 
you will have an interesting range of policies to cover the needs of pros- 
pects and to help make them your clients. 

Write us if you are ready to begin work as a life underwriter. We 
| want to tell you about our service. 


This year’s decisions you 
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yho brought out that although savings 
bank insurance was established to give 
the poorer classes life insurance at low 
cost it had been used almost exclusively 
py the well to do and there was no rea- 
son why the taxpayers should bear the 


expenses. 





Twisting Bill Reported 
A bill in the Connecticut legislature 
known as the “twisting bill,” which pro- 
vides for a $500 fine and 30 days im- 
orisonment if an agent is convicted of 
misrepresenting .contracts of rival com- 
panies, has been reported favorably. 





Pennsylvania Tax Exemption Bill 


The Pennsylvania house has approved 
the McClure bill exempting from taxa- 
ion proceeds of life insurance policies 
payable otherwise than to the estate of 
the insured. The bill was sent to the 


senate. 





American Citizens Starts Soon 


The American Citizens Life has filed 
a deposit of $100,000 with the insurance 
department at Columbus, O., and expects 
soon to engage in active business. A..P. 
Sandles, well known in 
tural, business and political circles, is 
president of the company and W. H. 
Fledderjohann of Columbus is secretary. 





Back Pennsylvania Tax Bill 
Life insurance men are heartily back 
of house bill 1327, in the Pennsylvania 
legislature, which would amend the act 


Ohio agricul-. 





of June 20, 1919, by adding the follow- 
ing: 

“The proceeds of policies of life in- 
surance payable otherwise than to the 
estate of the insured and whether paid 
directly by the insurer to beneficiaries 
designated in the policies or to.a trustee 
designated therein and held, managed 
and distributed by such trustee to or 
for the benefit of such persons or 
classes of persons under such plan and 
in such estates as may have been pre- 
scribed by the insured under agreement 
with such trustee shall not be included 
in imposing any tax under this section.” 





New West Virginia Legislation 

Two bills of interest to life insurance 
men have been passed by the West Vir- 
ginia legislature. One protects proceeds 
of life insurance from being made assets 
in bankruptcy cases or subject to the 
debts of estates and the other provides 
that a wife can take insurance on her 
husband’s life to a imited amount. 


THE LADDER OF SUCCESS 








100% I did. 

90% I will. 

80% 1 can. 

70% I think I can. 
60% I might. 

50% I think I might. 
40% What is it? 
30% I wish I could. 
20% I don’t know how. 
10% I can’t. 

0% I won't. 
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IN THE MISSISSIPPI VALLEY 











HANDLING INSURANCE STOCKS 





Miller Investment Co. of Chicago Is 
Now Marketing Shares for Its 
Numerous Clients 





The Miller Investment Company has 
recently moved to larger -offices in the 
State Bank building, 120 South LaSalle 
St, Chicago, on account of the in- 
creasing interest being manifested in 
insurance and bank stocks. This 
company buys and sells bank stocks 


in the leading cities and stocks of 
all insurance con,anies which com- 
mand a market. While primarily, 


dealers in these securities, the Miller 


Investment Company maintains, and 
is further developing, statistical files 
containing all ‘available. .information 


on the various institutions and furnishes 
an analysis to any customer upon re- 
quest, 

Confined to East 


The insurance markets in the past have 
largely been confined to New York, 
Hartford and Baltimore. It is believed 
that the growing interest throughout the 
middle west will develop Chicago as an 
active market for stocks of both the old 
eastern companies and of the smaller 
and newer ones scattered throughout 
the central part of the United States. 

Continued splitting up of par value 
and consequent lowering of prices per 
share, together with the desire of the 
insurance companies to make stockhold- 
ers of both customers and agents, is 
doing a great deal to stimulate public in- 
terest in this market. 





Missouri Superintendent Confirmed 


The Missouri senate has confirmed 
the appointment of Joseph B. Thomp- 
son of Kansas City as superintendent of 
~ me pi to succeed Ben C. Hyde, re- 
signed. 

Mr. Thompson in recent months has 
been connected with the Sentinel Life 
of Kansas City, of which Secretary of 
Agriculture Arthur M. Hyde is presi- 
dent. _Mr. Hyde served as governor 
for Missouri from 1922 to 1925, and 
during that time Mr. Thompson was his 
secretary, 





KECK ENTERS MILLION CLASS 





Chicago Northwestern National Life 
Agency Makes Record With Large 
Brokerage Business Volume 





The Hugh B. Keck agency, represent- 
ing the Northwestern National Life of 
Minneapolis in Chicago, jumped into the 
million-a-month class when it produced 
$1,030,000 of new business in February. 
Manager Keck himself called it a “mir- 
acle million” and acknowledges that al- 
though the agency’s quota of $100,000 
a week was more than fulfilled by his 
full-time organization, that brokerage 
business made possible this record. 

For the first time since 1922, except 
on two occasions when the Harold D. 
Leslie agency of Los Angeles stepped 
into the limelight with some large pen- 
sion cases, the White & Odell agency, 
state agents for Minnesota, had to take 
second place on the company’s roster 
for the month. 

The Keck agency started in September 
with a determination to set up and main- 
tain a production of $100,000 a week. 
It actually has averaged $116,000 a week. 





Association Moves Office 


The Chicago Association of Life 
Underwriters has moved its office to 
Room 1389, Adams-Franklin building, 
222 West Adams street. C. F. Criswell, 
managing director, announces that the 
telephone number has been changed 
from Harrison 6800 to State 5324. 





Luncheon for C. K. Dean 


A luncheon was given by Ralph Hum- 
phreys, assistant to the vice-president 
of the Penn Mutual Life, to the general 
agents and managers of Wichita, Kans. 
to introduce Cecil K. Dean, the new 
Penn Mutual general agent in that city. 
Several officials of the life underwriters 
association were also present. H. 
House, retiring general ~zent, was toast- 
master. Mr. House for three years has 
desired to retire and has now done so 
voluntarily, continuing as a _ personal 
producer. Messrs. Humphreys, Dean 
and House spoke, as did P. M. Ander- 
son, representing the Northwestern Mu- 
tual, who is the dean of the Wichita life 








One-Hoss 
Shay Men 


Remember the tale of the one-hoss shay— 
how it fell to pieces one day after years of 
rough usager 


Men have a way, sometimes, of break- 
ing up in the same way. Big busi- 
ness is an exacting taskmaster for 
those who would be successful, and 
frequently a mental or physical col- 
lapse occurs just as the pinnacle is 
reached. The drive has been too 


strenuous. 


It is at a time like this that wisely ac- 
quired life insurance plays its part 
valiantly. It saves not only the busi- 
ness so affected by the loss of a good 
executive, but it conserves his home 
for his dependents. 


Prudential Ordinary Agencies 
offer their cooperation to 
all brokers. 


Che Prudential 


Insurance Company of America 





EDWARD D. DUFFIELD, President 


Home Office - Newark, New Jersey 
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Condensed Financial Statement 


Mid-Continent Life Insurance Company 


Oklahoma City, Oklahoma 
DECEMBER 31, 1928 





ASSETS 


Cash on Hand and in Banks.............+00. $ 177,045.66 

Amount Due from Other Insurance Companies 1,113.15 ° 
Policy Loans .....cccccccccccccsecsssecseces 546,727.30 

First Mortgage Loans on Real Estate........ 
Municipal Bonds .........sccccccccccccecees 
Net Due and Deferred Premiums............. 
Interest Due and Accrued..........+0seeeeees 95,316.90 
oc. oe a walae yeaa eemiaee Hina 487,089.82 


TUT AE NBS os hvac dvientescovssecest $3,540,481.80 


























174,718.19 


Policy Reserves ....cccccccccccccscccccccess $3,103,567.71 
Present Value of Amounts Payable in the 

Na i na et ala areata ala aes a 
Premiums and Interest Collected in Advance.. 
Other Reserves 
Claims Pending Completion of Proofs........ 21,525.78 
Oe Cs REE bos Se cee eieac bekvewd es 32,954.93 


TOTAL LIABILITIES ............. «e+ 0$3,319,477,59 
Capital Stock 
Surplus ...cccscccceseetsovcvcces 


ee 


Security to Policyholders in Addition to the 
Reserves Required by Law............+: 221,004.21 


ELS 5 odibe dais abate Geedendane’ $3,540,481.80 




















More Than a Contract 


The Ohio National Life Insurance Company’s 
service to agents includes: 


Accelerated Dividend Pro- 
visions 

Liberal Sub-Standard Facil- 
ities 

Selective Risk or Non-Med- 


ical Service 
Total Disability Clause (not 
Total and Permanent) 
Automatic Premium Loans 


Non-participating Policies 
Participating Policies 
Free Health Examinations 


Juvenile Policies (from birth 
to age 10) 


Personal Life Income Poli- 
cies, issued without ex- 
amination 

Cooperative agency building and the family spirit 

which exists throughout the entire Field and Home 

Office organization are factors Which make an Ohio 

National connection “More Than a Contract.” 


This service and the spirit of cooperation will help 
you succeed. 


Agents wanted in Illinois, Indiana, Iowa, Kansas, 
Kentucky, Michigan, Missouri, Nebraska, Ohio, 
Pennsylvania, Tennessee, Texas and West Virginia. 


For information write: 


The Ohio National Life Insurance Co. 
Cincinnati, Ohio 
T. W. Appleby, President. 
E. E. Kirkpatrick, Supt. of Agencies 























underwriters. C. C. Hammond, general 
agent for the Central States Life, from 
which company Dean came, also spoke. 
A movement was started at this lunch- 
eon to establish a managers’ and general 
agents’ association. 


Franklin Life’s Milwaukee Meeting 


The annual convention of the Mil- 
waukee agency of the Franklin Life was 
held last week with Roy E, Miller, gen- 
eral agent, presiding. Attending from 
the home office at Springfield, Ill., were 

. W. Jones, vice-president; William 
Taylor, secretary, and Frank ngel, 
supervisor of agencies. 

William Lichte, special agent, spoke 
on the growth of volume of life insur- 
ance. The convention closed with a 
banquet. 


Broaden Nebraska Investment Field 


The Nebraska state senate has passed 
the Warner bill, greatly widening the 
field of investment to domestic compa- 
nies. They have had difficulty in finding, 
in a market where safe investments pay- 
ing reasonably high returns are scram- 
bled for by trust companies and other 
investors, places to put their surplus at 
profitable work. For the first time com- 
mon stocks are included in admitted as- 
sets under this bill, with provisions with 
respect to a record of sustained earnings 
over a period of years. 

The senate also passed favorably upon 
another Warner bill, which provides 
that where insurance companies have 
had to take over properties upon which 
loans had been made there shall be a 
revaluation of the real estate where 
more than three years extension of time 
is granted by the state department, be- 
fore this shall be included in admitted 
assets. 


Can Buy Life Insurance 


The Kansas legislature has passed a 
bill permitting trustees ofl the various 
firemen’s relief funds of the cities to use 
the income to purchase life as well as 
accident and health insurance. Under 
the present law the firemen’s relief funds 
can be used only for accident and health 
and the new law extends the power of 
the trustees. 


Superior Life’s Officers 


The Superior Life of Gillespie, Ill. 
has elected Frank Sawyer, president; R 
K. Smith, vice-president and agency 
manager; William McKittrick, secre- 
tary; W. E. Cavanaugh, assistant sec- 
retary; John Busker, treasurer, and Dr. 
H. A. Engh, medical director. The 
field organization will be under the 
management of Mr. Smith and Mr. 
Sawyer. Mr. Cavanaugh will also be 
active in the production department. 


Set Kansas Insurance Day 


The Kansas Insurance Day meeting 
this year will be held at Topeka May 8. 
H. O. McIntosh of Topeka, state agent 
of the Hanover Fire, is general chairman 
of this year’s meeting. This is the sec- 
ond annual meeting. Last year the 
meeting was held at Wichita and was 
quite successful. 

Frank L. Britton will be chairman of 
the speakers committee. Dr. F. H. 
Scholle will be chairman of the finance 
committee. The entertainment com- 
mittee will be in charge of Arch L. Hor- 
tcn and the publicity committee will be 
headed by Glenn T. Hussey. 


“We want all insurance people, whether | } 


they are in life, fire or casualty insurance, 
to attend this meeting,” Mr. McIntosh 
said. “The principal speakers will be 
men prominent in each particular class 
of the business.” 


New Building for United Life 


A ten-story home office building for 
the United Life of Salina, Kan., is now 
under construction. The building will 
be known as the United Life building. 
It will be owned by the United Life 
Insurance Building Company, the stock- 
holders, officers and directors of which 





es 
are the same as those of the life com- 
pany. 

At the end of 1928, when the Uniteg 
Life had been writing business for only 
13 months, it showed $4,556,919 insyr- 
ance in force, of which $845,000 js group 
insurance; admitted assets of $173 439 
and surplus to policyholders $129.315 
It operates only in Kansas and Missouri 
Richard J. Surface is vice-president anq 
general manager. 


McArthur Heads American Farmers 


William McArthur of Mason City, Ig 
a former president of the North lowa 
Fair Association, was elected president 
of the American Farmers Mutual Life 
at the annual meeting in Des Moines. 

This company is the pioneer among 
farmer-controlled life insurance com. 
panies. Mr. McArthur was a charter 
member of the company and has been a 
director since its organization. 


Transferred to Peoria 


Charles A. Pray, assistant manager of 
the agents development and training de- 
partment of the Travelers at its Des 
Moines office, has gone to Peoria, III, 
where he will hold the same position. 
Mr. Pray has been a resident of Des 
Moines for 30 years, 14 years in the in- 
surance business. For ten years he was 
with the Lincoln National Life and 
joined the Travelers four years ago. 








| SOUTHERN FIELD | 


CHARTER FEDERAL RESERVE 











New Oklahoma Company to Have 
$500,000 Capital, Same Surplus— 
Strong List of Incorporators 


OKLAHOMA CITY, March 14— 
The Federal Reserve Life has been 
chartered here with $500,000 capital and 
$500,000 surplus. George Henshaw, Sr., 
Democratic county chairman, has been 
elected president. The company will 
establish headquarters in Oklahoma 
City and branch offices in neighboring 
states in the near future, it was an- 
nounced. 

The incorporators are Mr. Henshaw, 
George Henshaw, Jr., oil operator; 
John W. Harreld, oil operator and 
former United States senator from 
Oklahoma; Scott Ferris, property owner 
and former congressman from Okla- 
homa; R. R. Bell, attorney, of the firm 
of Ledbetter, Stuart, Bell & Ledbetter; 
V. V. Harris, capitalist; Hubert L. Bo- 
len, attorney; W. J. Wylie, contractor; 
C. G. Hill of C. G. Hill & Co.; T. S. 
DeArman, banker of Mangum, Okla., 
and John E. Dickson, president of the 
Homaokla Oil Company. A _ meeting 
was held this week to elect permanent 
officers. 

John Dickson is first vice-president; 
Hubert Bolen, second vice-president; P. 
S. DeArman, third vice-president; John 
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» Herreld, secretary; Scott Ferris, 
“<grer; R. R. Bell, general counsel. 
"directors include these officers and 
1 Wylie, C. G. Hill, George A. 
shaw, Jr., and V. V. Haris 





C(HELOR JOINS MARYLAND 





ade Field Superintendent of Balti- 
nore Company, with Supervision 
of Five States 





gALTIMORE, March 14.—Wallace 
Batchelor has been appointed field 
rntendent for the Maryland Life. 
yill supervise Pennsylvania, Virginia, 
st Virginia, North Carolina and 
th Carolina. Mr. Batchelor is a 
essful. and well known insurance 
s, having been with the Travelers for 
se time before joining the Maryland. 
s headquarters will be in Baltimore. 
leonard C. Bailey, formerly of the 
%» Insurance Company of Virginia, has 
. appointed general agent for the 
land Life at Macon, Ga. Mr. 
ey has just completed a two-day 
st to the home office of the company 
r. He has had several years’ ex- 
fence in insurance work, 





Would Split Up Insurance Receipts 


\bout $1,000,000 received by the 
Kkiahoma insurance department an- 
ally through fees and other revenues 
om msurance cCOmpanies, now going 
to the general fund, would be turned 
the 77 counties of the state, “in equal 
ares,” under a bill introduced in the 
klahoma legislature. The money would 
turned into the highway fund of the 
nunties. 

The bill does not affect the firemen’s 
nsion fund, as that is provided for 
ner other sections not interfered with 
y the proposed law. 





Speaks at Virginia Polytechnic 


(.T. Thurman, general agent of the 
utual Benefit Life at Richmond, Va., 
ently delivered two lectures before 

business administration classes at 
¢ Virginia Polytechnic Institute at 
cksburg. The first address, “Choos- 
ga Lite Job,” stressed the idea of 
vice to humanity, and the choice of 
ok that will aid in the welfare of 
thers as well as be suitable to the doer. 
te second brought out the idea that 
pe downfall of most men is due to the 
id being preoccupied with unimpor- 
ptt things. Thinking in big fields co- 
rdinated with use of big muscles was 
ged. “When you walk, walk all over; 
ten you think, think well and thor- 
wghly,” said the speaker. 





Equitable’s Oklahoma School 


Announcement has been made by 
Fomer Jamison, Oklahoma state man- 
ker tor the Equitable Life of New 
ork, of the opening of a school of 
le underwriting May 6. Classes will 
‘conducted daily for three weeks, un- 
er the direct supervision of Joe Nalon 
New York, field instructor. 


Penn Mutual Opens Office 


Announcement has been made of the 
stallation of new district offices for 
ne Penn Mutual Life at 620 Exchange 
ank building, Tulsa, Okla., with N. A. 
Fiompson as new district supervisor. 
‘ormal opening of the new offices were 
tended by a large number of guests, 
neluding Robert Shipley of Oklahoma 
y recently appointed general agent. 
io Thompson is president of the 
ters Life Underwriters Association 
id has been district agent for the com- 
any for the last six years. Ralph J. 
 ooden, who has been identified with 
ne local office for some time, has been 
Ppointed supervisor of agents with 
adquarters in Oklahoma City. 


American Life Agency Meeting 


Some 100 agents of the American 
te of Dallas attended the annual 
Sency conference at the home office this 





week. The occasion was in the nature 
of a celebration of the tenth anniversary 
of the company. 

Charles D. Turner, attorney, and Fred 
F. Florence, banker, were “outsiders” 
addressing the agents. They discussed 
insurance from the lawyer's and the 
banker’s standpoint. 

The agents heard what the companv 
plans to do this year, discussed the goal 
set for production and then wrote out 
what they expect to do to aid the com- 
pany reach the goal. By that each 
agent set for himself a task to perform. 
He will report monthly how he is pro- 
gressing and the company will give him 
any information and assistance possible 
to aid in carrying out his plan. 





Love Speaks at Columbia 

While on his way last week to New 
Orleans to attend a meeting of managers 
of the Mutual Life of New York, Sam- 
uel B. Love, manager for Virginia, 
stopped off at his old -home town of 
Columbia, S. C., for a day and while 
there availed himself of the opportunity 
to deliver a talk on life insurance before 
the economics class at South Carolina 
University. 


Alamo Life Sales School 


A two-day sales school was conducted 
in the home offices of the Alamo Life 
last week. Twenty-two managers and 
agents were in attendance. Harry D. 
St. John, agency director, was in charge 
of the classes. He was assisted by 
District Manager C. R. Wallace, City 
Manager Lee Hickerson and Ernest 
Brown, Jr., all of San Antonio. Presi- 
dent Graham Dowdell addressed the 


conference. 





Bond Is Made Assistant 


Philip F. Bond, cashier of the Jack- 
sonville, Fla., agency of the Union Cen- 
tral Life, has been appointed assistant 
manager by C. H. Royalty, manager. 





Texas Companies Increase Capital 


Three Texas life companies have filed 
amendments to their charters after ap- 
proval by Brann Fuller, assistant attor- 
ney-general in charge of insurance mat- 
ters. They are: 

Union Standard Life, Dallas, increas- 
ing capital stock to $283,000. W. H. 
Bacon and J. E, Guest are president and 
secretary, respectively. 

First Texas Prudential, Galveston, in- 
creasing capital stock to $110,000 and 
changing par value of its shares of stock 
to $20. I. H. Kempner is president and 
T. E. Flick secretary. 

Southern Old Line Life, Dallas, in- 
creasing capital stock to $100,000. C. C. 
Slaughter is president and E. B. Rom- 
bert secretary. 
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BILL HITS RATE INCREASES 
Legislators Would Make Admission of 
Companies Dependent on Vote 
of People 





A bill passed by the lower house of 
the Oregon legislature with only seven 
opposing votes, provides: ‘That the li- 
cense or renewal of license of any life 
insurance company or fraternal organ- 
ization doing insurance business shall 
not be granted to transact business in 
the state of Oregon without vote of 
the people of the state of Oregon favor- 
able to its admission where any company 
has raised its rates, or where there has 
been a heavy lapse ratio, or where a 
company has used any part of its funds 
to start another company. 

In supporting the bill before the 
house Representative Robinson declared 
that actuaries had informed the Wood- 
men of the World in 1917 that the rates 
were inadequate and again in 1925 the 
organization had been so informed by 
actuaries, but that it had continued to 





DON’T WRITE, 
TELEGRAPH! 


About our opening in the STATE 
OF OHIO, 30 producing Agents 
now working. We must have a Man- 
ager to take charge of the entire state. 
State office preferably at Columbus. 
This is an unusual opportunity for the 
right man who is an organizer and 
builder to step into an Agency that is 
partly built. If you are the right man 
act immediately. An unusual contract 
is awaiting you. 


O. L. Holland, President 
American National 
Assurance Co. 


3719 Washington Blvd. 
St. Louis, Mo. 























A TOWER OF STRENGTH 


Insurance in Force 
$2,000,000,000 





ee ne il te ar eae rm $488,958,000 
Surplus .....ccrvcccccccceccvvcccccces 66,938,000 
Tite LAMAR. siccccvccsoccsisestens 422,020,000 


Interest on policy proceeds, profits, etc., 
left with the Company 
FIVE AND ONE-HALF PER CENT 


Total investments in United States securities 


exceed $231,000,000 


Dividends to Policyholders increased 


for ninth successive year 


SUN LIFE 
ASSURANCE COMPANY 


of CANADA 
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Security~-— 


@ When the Mutual Benefit was 
organized in 1845 there were only 
a few Life Insurance Companies 
in the United States. Through 
the Wars, Panics and Epidemics 
of all these years, it has always 
stood safe and secure as a fore- 
most disciple of Pure Life In- 
surance. 


The Mutual Benefit Life Insurance Co. 
Newark, N. J. 
Organized 1845 




















FORTY-FOUR PER CENT 
ON POLICY HOLDERS 


The Bankers Life Company established two records in October, 1928, 
“Policy Holders’ Month.” 


The paid-for production of $17,708,649 was the greatest October total, 
= the second greatest total for any month, in the Company’s 
istory. 


More than 44 per cent of the October production was written on 
Bankers Life policy holders—another Onward March record. 


BANKERS LIFE COMPANY 


The Onward March Company 
GERARD S. NOLLEN, President 


Established 1879 DES MOINES, IOWA 














THE UNITED STATES LIFE 'NSURANCE 
Organized 1850 In the City of New York Non-Participating Policies Only 
Over 78 Years of Service to Policyholders 
Good territory for personal producers, under direct contract 
HOME OFFICE: 156 Fifth Avenue, New York City 























take in members, and that it had now 
raised the rates to a point where old 
people who had been paying in for years 
on insurance are forced out in their old 
age; also that vractically the same con- 
ditions prevail with the assessment 
members of the Bankers Life. 


UNIQUE LIGHTING SYSTEM 
ON NORTHERN LIFE TOWER 





D. B. Morgan, founder and president 
of the Northern Life of Seattle, pressed 
a button and ‘released 30,000,000 candle- 
power of light which flooded his city’s 
newest skyscraper, the 27-story Northern 
Life Tower, with a brilliant display of 
light absolutely unique. 

All lighting units are concealed in bal- 
conies and recesses especially provided 
for this purpose when the building was 
constructed. The lights are operated in 
two separate systems by a control sys- 
tem operated by a push button in the 
main lobby of the building. In opera- 
tion the color units remain on con- 
tinuously, while the white units are 
dimmed off and on by motor driven dim- 
mers. 

The system is the second of its kind 
to be installed in the country, the other 
being on the Edison building in Phila- 
delphia, which has a larger flood sys- 
tem, while the Northern Life is the first 


with a motion color floodlighting system. | 
| was a banker at Heyburn, Ida 


California Bill on Grace Period 


Drastic legislation on the grace period 
of life policies is suggested in a bill in- 


depending on the length o; 


iums have been paid. It a ae, 
that on policies paid for jive a 
less, 60 days shall be allowed; ‘on oo. 
cies between five and 10 years, 99 s 
grace, and on policies in fo: more the 


15 years, six months gra The 4] 
further provides that all agreement }. 
tween company and assured Waiving thi 
stipulation are void and a fine of $1.94 
is imposed for violation of the act. ’ 





Cunningham on a Trip 


President H. R. Cunningham of the 
Montana Life left this wee he 
nual trip to agencies in 
Oregon and California and 
home will visit those in Ut 


New World’s Film for Salesmen 
The New World Life of Spokane ha 


m his an 
\ ashington 


his retyr 


recently completed a four-reel commer 
cial film under the title “The Righ 
Thing,” designed primarily to interes 


prospective insurance salesmen. Joh 
W. Cadigan, superintendent 
was author of the scenario. 


I agencies 





Voorhees With Montana Life 


John W. Voorhees, for seven year 





district manager for southeastern Idah 
has been appointed general agent of th 
Montana Life at Pocatello, Ida. Befor 
engaging in life insurance, Mr. Voorhee 





Opens Seattle Office 
A Seattle office at 807-8 1411 Fourti 


troduced in the California legislature, | Avenue building has been opened by th 
which seeks to increase the grace period | newly organized American Medical Lii 
from the present 30 days to a sliding | Associates of Spokane. The associatio 
period of from 60 days to six months, plans to begin writing insurance in May 











Sante abat one 


IN THE ACCIDENT AND HEALTH FIELD 








INCOME GUARANTY CHANGES 





John G. Malmberg Has Been Elected 
President—Alliance With Income 
Securities Is Broken 





President John G. Malmberg of the 
Income Guaranty of South Bend, Ind., 
states that there has been a reorganiza- 
tion effected, in line largely with the 
recommendations of Insurance Commis- 
sioner Livingston of Michigan. The 
Income Guaranty is incorporated under 
the Michigan laws. The Michigan de- 
partment secured a temporary injunction 
restraining the company from continuing 











REJUVENATED 


Under New Management 
The oldest and strengest Life, Health and Accident Company in the Northwest has increased its business by 


agency development over 50 percent during the past eight months. 


Excellent openings still available in Minnesota, Wisconsin, North Dakota and South Dakota. 
Net Life rates; Non-forfeitable renewals. A better Health and Accident contract. 


NORTH AMERICAN LIFE 


AND CASUALTY COMPANY 
706-10 Plymouth Bldg., Minneapolis 


T. O. Berge, President 





P. G. Erickson, Secretary 








business but it has suspended action for 
30 days to allow a reorganization. 

A. N. Hepler, Sr., who conducted t! 
Income Securities Corporation, an um 
derlying organization handling the gen 
eral agency plant, resigned as director 
and president of the Income Guaranty 
The relationship between the Incom 
Securities Corporation and the Incom 
Guaranty have been completely severed 

The Income Guaranty will con 
its office at 511 West Colfax av 
South Bend, which is owned by tb 
Income Securities Corporation but it i 
merely a tenant. Mr. Malmberg, wh 
was formerly vice-president and treas 
urer of the Income Guaranty, wa 
elected president and general managet 
A. N. Hepler, Jr., who has been secre 
tary and assistant treasurer, was electe 
secretary and treasurer. George E 
Corell of Niles, Mich., continues as resi 
dent vice-president in charge of th 
home office at Niles. The executive heaé 
quarters, however, are at South Bend 
Mr. Malmberg Mr. Corell, Mr. Hepler 
Jr., together with Attorney J. Earle 
Brown of Lansing, Mich.; H. J. Moran 
an agent at Ann Arbor, Mich.; W. H 
Burkey of Cassopolis, Mich., who wa 
recently appointed to the state boar 
of agriculture, are now on the board 0 
directors. 


LIVINGSTON GUEST SPEAKER 


Addresses Accident & E Health Managers 
Club of Detroit About Trends 
in Business 


DETROIT, March 14.—The Mich 
gan department receives more com 
plaints about health and accident pol 
cies than about any other kind, declared 
Commissioner Livingston Monday |! 
speaking before the monthly meetit 
of the Accident & Health Managers 
Club. 

The recent formation of the club! 
Detroit he praised as a first forwat 
step in the job of clearing up the felt 
and recommended as a second step 
agreement of the managers not to ¢@ 
play an agent without first getting 
report on the man from the manager? 
formerly worked for. “This I show 
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—— 
call one ol the first principles of better 
jasiness,” he declared. 
“The future of health and accident 
business is mm question,” the commis- 
sjoner asserted. “All records of the past 
year have Shown red, and the business 
igs been steadily declining over a period 
of years.” 
Disability Clause Is Factor 


One factor has been the increase of 
sermanent disability life policies, and 
the growth of group life and group 
health and accident business,” he said. 
“[ prefer the personal health and acci- 
jent policy,” he continued, “because the 
labor market fluctuates so violently in 
this city, and a man out of work is out 
of insurance, under the group plan.” 

To help remove this feature, Mr. 
Livingston pointed out that the insur- 
ance bill before the legislature this year 
provides that group insurance not only 
may be written between employer and 
employe but between labor unions, the 
state teachers’ association, the organi- 
zations of postal employes and their re- 
spective members. These three groups 
are solid and reliable he said, but care 
must be taken to exclude “fictitious 
groups.” 

“From the very nature of the busi- 
ness there is bound to be trouble,” he 
said. “You know there are great 
chances for dishonesty on the part of 
the assureds, that chances exist for com- 
panies to take advantage of technicali- 
ties to avoid liability, and that the 
agents have opportunity to misrepresent 
the applicants to the companies. The 
insurance department has knowledge of 
glaring cases of all these faults.” 

E. H. McFarland, president of the 
organization, presided, and J. P. Col- 
lins, secretary, introduced the speaker. 





Must Continue Payments 


Where it is established that insured 
is totally and permanently disabled un- 
der a policy which provides monthly 
indemnity, reserving the right to require 
insured to furnish not oftener than once 
a year proof of his right to a contin- 
uance of indemnity, held that the com- 
pany must continue payments until the 
demand is made and refused. Beasley 
vs. Pacific Mutual Life, Sup. Ct. Tenn. 





Jury Must Pass on McCarthy Case 


The United States circuit court of ap- 
peals has reversed and remanded for 
trial by jury the case of Dr. Wilton Mc- 
Carthy, former Des Moines physician, 
against the United States Fidelity & 
Guaranty, on an accident policy. Dr. 
McCarthy was given a directed verdict 
for $32,641 on March 1, 1923, in the 
United States district court in Des 
Moines In reversing the case the cir- 
cult court of appeals held that the 
whol matter of disability was a ques- 
tion for the jury and should not have 
been decided by the court. 

In December, 1922, Dr. McCarthy fell 
while carrying a glass jar of candy. The 
broken glass severed a nerve in his 
wrist, which, he claimed, prevents his 
continuing his profession as a surgeon. 
The thumb and index finger are numb 
as result of severance of the nerve, he 
asserted. 

The company paid him $13,000 for the 
first year after the injury and later he 
obtained a judgment for $26,077, which 
was also paid. He brought this suit 
again in 1923 for $32,641 additional. 


Will Exclude Sprains of Back 


LINCOLN, NEB., March 14.—Dr. E. W. 
Rowe, medical director of the Midwest 
Life of Nebraska, has caused all accident 
and health policies issued in the future 
by that company to carry a proviso that 
sprains of the back will be deemed to 
be due to disease and shall not be classi- 





filed as accidents. This was done to 
avoid disputes over claims that have 
been numerous in the past. Dr. Rowe 


says that a careful study of this trouble 
as it arises in the experience of a gen- 
eral practitioner justifies the conclusion 
that in nine out of ten cases these are 
but symptoms of disease, usually an in- 
fection somewhere, in the mouth or 
throat generally. The tenth case is one 
where violence has been the cause and 
this is determinable by the signs and x-ray 
examinations. The others are lumbago, 
neuritis and sacro-iliac sprain. He says 
the average man generally dates the be- 
ginning of trouble to a twist or strain 
of the back, but in 90 percent of the 


cases these are the results of disease 
aggravated by the uses of the back 
which are more or less unusual, but 
which would not have troubled a well 
person. 





National L. & A. Promotions 


Sam Richardson, who has had nine 
years’ experience in various capacities 
in the home office of the National Life 
& Accident, has been promoted to field 
auditor. He succeeds W. E. Fentress, 
who returns to the home office to assist 
E. B. Craig, assistant secretary and 
treasurer, in charge of the industrial 
policy division. 

G. M. Dunn, a superintendent of the 
National Life & Accident in Jackson, 
Miss., has been promoted to manager of 
Memphis No. 3, a newly created district. 
E. R. Hughes of Kansas City, Mo., and 
E. L. Hartley of Atlanta No. 3 have been 
promoted to superintendencies in their 
respective districts. 





Make Anniversary Month Record 


Agents of the United States Mutual of 
Chicago, of which O. T. Hogan is presi- 
dent, made a new high record of produc- 
tion in the anniversary week drive which 
was conducted to celebrate the presi- 
dent’s 26th year with the company. New 
premiums written totaled $2,857. The 
average writing for the 151 agents in- 
volved in the drive was $18.92. In the 
1925 anniversary drive the total of new 
premiums was $2,045. This year the Chi- 
cago district led all other districts in 
production, 








NEWS OF LIFE FOLICILS 


New Policies, Premium Rates, | ividends, Surrender 
Values and all Changes in Policy Literature, Rate 
Books, etc. ing the “Uniqve NM amel 
Digest,” i annually in May at $4.00 and tle | 
“Little ” published annua'ly in Apri! at $2.00. | 

















ISSUES NEW DIVIDEND SCALE 





Manufacturers Life of Canada Liberal- 
izes Its 1929 Schedule on Three 
Principal Policies 


The Manufacturers Life of Canada 
has issued its new 1929 dividend scale. 
The new rates are slightly more liberal 
than those allowed last year. The re- 
vised schedule on the three principal 
policies on a $1,000 basis follow: 


Whole Life 








m——Dividend Year——_, 

Age Prem 1 2 5 10 13 
Dneces 14.70 2.30 2.32 2.92 4.14 4.66 
| 16.60 2.85 2.96 3.45 4.52 56.08 
Beccece 19.00 3.40 3.63 3.98 4.90 5.51 
21.30 3.71 3.93 4.45 5.49 6.24 
Pee 24.25 4.04 4.27 4.94 6.24 6.98 
Bc ccee 27.95 4.52 4.81 4.64 7.06 8.07 
ee 32.60 5.15 5.43 6.39 8.10 8.95 
ivéeee 38.85 5.97 6.38 7.41 9.03 10.09 
ae 47.05 6.83 7.16 8.30 10.24 11.35 
ie ness 568.10 7.71 8.18 9.49 11.29 11.91 
Pi cees 73.20 8.99 9.51 10.54 11.54 13.05 
GB. ccs 97.55 9.80 10.84 11.58 14.00 16.17 

20-Payment Life 

c—— Dividend Year———_, 

1 2 10 13 

2.77 2.84 3.86 5.14 6.73 

3.34 3.55 4.44 6.23 7.27 

3.91 4.25 5.01 6.71 7.81 

4.21 4.54 5.48 7.33 8.57 

4.59 4.90 5.97 8.05 9.29 

4.99 5.44 6.64 8.81 10.29 

6.68 6.02 7.27 9.75 11.09 

6.45 6.90 8.25 10.55 12.06 

7.20 7.61 9.00 11.52 13.07 

8.02 8.52 10.08 12.41 13.44 

9.21 9.75 10.94 12.49 14.32 

20-Year Endowment 

-——Dividend Year——_, 

Age Prem 1 2 5 10 13 
De coece 46.10 3.91 4.36 6.39 10.13 12.37 
Ecce ne 46.85 4.40 4.93 .74 10.24 12.46 
Bceses 48.00 4.89 5.50 7.09 10.35 12.55 
Pisecee 48.50 5.09 5.67 7.23 10.55 12.74 
seees 49.40 5.32 5.87 7.59 10.82 12.91 
. 50.55 5.68 6.23 8.00 11.13 13.26 
Sesedee 52.25 616 6.68 8.42 11.58 13.49 
| or 55.05 6.79 7.41 9.05 11.92 13.87 
eee 59.45 7.48 7.96 9.58 12.52 14.38 
ives 6s 66.40 8.18 8.74 10.41 13.00 14.44 
EPeanes 77.60 9.28 9.85 11.12 13.12 14.94 

Ohio State Life 


The Ohio State Life is writing a news- 
paper policy through the Columbus “Dis- 
patch” calling for payment of 50 cents 
a month which provides a death pay- 
ment of at least $1,000, the younger ages 
receiving payments larger than that 
amount. A 50 percent death benefit is 
paid during the first six months the 
policy is in force. The insured must be 





a subscriber of the newspaper to keep 
his policy in force. 


incorporators, in addition to Mr. Mc- 
Ginnis, are A. M. Fruh, Col. E. S. Per- 
son, Dr. Olaf Haroldson, Judge E. B. 
Goss and F. G. Wood, all of Minot, and 
A. R. Aslakson of Bismarck, deputy in- 
surance commissioner. 





Philadelphia Life 

The Philadelphia Life has issued three 
new juvenile policies. The new con- 
tracts are based on the 20 year endow- 
ment, educational endowment, 20-pay 
life, and endowment maturing at:age 85 
plans. All of these will be issued from 
birth up to age 14. The death benefit 
is graduated. The policies are on the 
non-participating basis and provide for 
waiver of premium in event of death or 
disability of the purchaser. 
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McGinnis Starts New Company 
Organization of the Northwest Re- 


serve Life, mutual, with home offices in New— Fireproof 
Minot, N. D., has been announced by - 
Francis F. McGinnis, formerly presi- 250 Rooms with Bath 


dent of the Agricultural Life of Bay Rates to 
City, Mich. Five Minot men and one $2 to $3 


Bismarck man joined with Mr. McGin- 
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TOPEKA, KANSAS 
EIGHTH ANNUAL STATEMENT 
ASSETS capers SS SURPLUS 
Real Estate Mort- 
gages (first liens). .$1,014,895.00 Net Reserve ........ $ 981,683.00 
- Unpaid Claims 
Kansas Municipal (Proofs not received)... 3,000.00 
a (market one7a.ee a Se Se ne 
Cash in Banks on In- he ted paid 
DE oct ce tases 9,011.91 pv ee 1,137.27 
Policy Liens, Loans, Unearned Interest 3,269.86 
Renewal Premium | eon yw = sone 3,733.17 
| eae ar 151,132.88 mounts due Origi 
Accrued Interest Stockholders aaeee 13,397.90 
(mone past due).... 28,524.42 ys ga 
Net Uncollected and me for Taxes..... 6,000.00 
Deferred P . Policy Dividends ap- 
—_— as DEUUTE. conncesce 35,041.42 
within reserve on 
policies 50,248.31 All other Liabilities. _—-7,434.49 
echt 00 Liabilities except 
es ey Ae = Capital Stock... $1,067,558.95 
G Admitted pi 
pommel $1,380,130.52 Stock . . $100,000.00 
Less Non-Admitted Unassigned 
pee Ea 12,571.57 Surplus.. 200,000.00 
Surplus to 
Total Admitted Policyholders ....... 300,000.00 
Re cvcssocces $1,367,558.95 Total Liabilities ....$1,367 558.95 
Growth of Company Since Organization 
End Admitted Unamigued Dest Inawranes 
EE $ 164,578.00 $ 40,867.00 $121,200.00 $ 2,219,300.00 
Pi wenenquoo sees 270,190.00 60,019.00 224,500. 6,308,145.00 
En ceseccesceeosee $53,210. 91,600.00 444,250.00 11,818,223.00 
BP cc cccccevccccece 1,056,562.00 165,298.00 742,000.00 14,100,000.00 
BEER. cccccccccccsces 1,367,558.95 200,000.00 1,018,000.00 14,855,000.00 
POLICY DIVIDENDS ON CHARTER POLICIES 
SIE. ;.ccepiinastidtesibeieetiiall 3s edict RE 35% % 
i can. aiaansiianbeaniadenenmnaie 33 % Te ae cach iteye epee 3544 % 
SE” on dntigectaon aaaheeivanee % SIMTNEE. ochcdahesessnnacesns 3514 % 
GD  coccccccccceccecoceossesoses 3844 % 
‘ THE 
BELLEVUE-STRAT FORD 





Philadelphia 


The choice of discriminating Philadel- 
phians and particular travelers. 

Famous for its courteous service and 
homelike environment. 


Centrally located 
Broad at Walnut 


J. M. ROBINSON, Manager 


Affiliated Hotels 
WALDORF-ASTORIA 
New York 4 





NEW WILLARD 
Washington, D. C. 
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YOUR 


HAPPINESS 





Your happiness is neces- 
sary to your success. You 
must be content with the 
business you are in, en- 
couraged by the results 
you are getting, and op- 
timistic over the future 
possibilities of your present 
connection. Your happi- 
ness and success require 
these conditions. 















Home office co-operation 
is a big factor in deciding 
the attitude of the life in- 
surance man toward his 
work. It has much to do 
with the results he gets 
and is an indi- 
cation of what 
he may look 
forward to 
in the future. 









4 Cicero, IIL; 








WITH INDUSTRIAL MEN 














NEWS OF THE JOHN HANCOCK 


Number of Promotions Have Been 
Made Whereby Agents Now Become 
Assistant District Managers 


The following have been promoted 
by the John Hancock from agents to 
assistant district managers in the dis- 
tricts of their service: 

Charles W. Morrison, Newport-Coving- 
ton, Ky.; Edward Levinson, Omaha; 
Patrick F. Mellett, Boston; Chas. W. 
Fritz, Long Island City; John Sidoti, 
Palisades, Thos. Caldajrone, Quincy; 
Eugene Newman, Detroit No. 1; Samuel 
L. Furman, Detroit No. 6; Chester C. 
Curtis, Staten Island; Arthur V. O’Con- 
nor, Bridgeport, Conn.; Benj. E. Tonkin- 
son, Utica, N. Y.; Sebastian R. Vogt, Chi 
cago No. 7; Salvie Sgueglia, Brighton; 
Chas. J. Kelly, Philadelphia No. 2; Harry 
J. Wempen, Chicago No. 3; Arthur W. 
Tennant, Chicago No. 6; Quincy G. Pres- 
ton, Dayton, O.; Geo. B. Wilson, Chicago 
No. 1; Jake lL. Bertsche, Fort Wayne; 
Harry V. Groff, Kansas City; Louis De- 
Cillis, Passaic, N. J.; Samuel Lasker, St. 
Paul; Milton A. Belisle, Detroit No. 5; 
Sam Finder, Louisville; Stanley M. Pat- 
ton, Springfield, Ill; John A. Kinsella, 
Auburn, N. Y.; Pearl L. Stookey, Daven- 
port. 

Agents promoted and transferred are: 
Wm. K. Sheldon, from Roxbury to Syra- 
cuse; Bernard F. Marron, from Roxbury 
to New London; Andrew W. Hughes, 
from Palisades to Lincoln, Neb.; Egbert 
G. Ryan, from Palisades to Lincoln, Neb.; 
Clarence L. Marcus, from Philadelphia 
No. 1 to Altoona; Wm. Peberdy, from 
Philadelphia No. 2 to Altoona; Chas. §. 
Kuhnsman, from Camden, N. J., to Al- 
toona; Otto Klinger, from Aurora, to 
Alonzo B. Greene, from 
Quincy, Ill, to Cicero, Ill; Alfred E. 


Lawson, from Pittsburgh No. 2 to Al- 
toona; Eugene J. Devine, from Long 
Island City to Palisades; Don A. Mac- 
Donald, from Saginaw, Mich., to Detroit 
No. 6; Harold A. Cormack, from Wor- 
cester, Mass., to New Britain, Conn.; 
Benj. E. Shuman, from Chicago No. 7 to 
Chicago No. 8. 

Assistant district managers trans- 
ferred in like capacity: Walter Recan- 
zone, from Palisades to Lincoln, Neb.; 
Geo. V. Marion, from Palisades to Lin- 
coln, Neb.; Emanuel W. Dombrower, from 
Chicago No. 6 to Cicero, Ill; Leroy M. 
Weiss, from Chicago No. 6 to Cicero, 
Ill.; Ralph P. Schley, from Staten Island 
to Hempstead; Gerald W. Scovill, from 
Detroit No. 2 to Detroit No. 6; Jos. A. 
Grayson from Detroit No. 2 to Detroit 
No. 6. 

Other changes are: John J. Grady, 
from assistant cashier at St. Louis No. 3 
to cashier at Lincoln, Neb.; Julian L. 
Hork, from training cashier at Chicago 
No. 6 to cashier at Cicero, Ill.; Daniel M. 
Buggy, from assistant cashier at Ger- 
mantown, Pa., to cashier at Altoona, Pa.; 
Joseph J. Rammacher, from assistant 
cashier at Detroit No. 1 to cashier at De- 
troit No. 6; Nathaniel Gabrielli, from 
agent to cashier at New York No. 2; 
Frank B. Mayer, from cashier to dis- 
trict supervisor at New York No. 2; 
Frederick M. Schmitt, Jr., from clerk at 
Philadelphia No. 2 to cashier at Lan- 
easter, Pa.; Edward Gedeon, from train- 
ing cashier at Cleveland No. 2 to cashier 
at Pontiac, Mich.; Jeremiah J. Cronin, 
from cashier to assistant at Lancaster; 
Robert E. Waser, from clerk at Bridge- 
port, Conn., to cashier at Mt. Vernon. 


Lungwitz Assistant Manager 


Arthur J. Lungwilz has been appointed 
assistant manager of the Dubuque, Ia., 
office of the Metropolitan Life. Mr. 
Lungewitz has been connected with the 





Dubuque agency for 12 years. 








NEWS OF LOCAL ASSOCIATIONS 











SELL MEDICAL EXAMINATIONS 


That Is Advice of Theodore H. Riehle 
in Address to Indianapolis Association 
on Business Insurance 


Theodore H. Riehle, associate mana- 
ger of the Equitable Life of New York 
in the New York City agency, addressed 








Commonwealth 
agents receive 
the willing, cor- 
dial support of 
the home office. 
This Cordial 
Co-operation is 

the result of an 

understanding 

of the needs of 
the life insurance agent. 


It is no wonder COM- 
MONWEALTH agents 
are happy and successful. 

























COMMONWEALTH 


LIFE INSURANCE C0. 
LOUISVILLE, KY. 





the Indianapolis Association of Life Un- 


> derwriters last week on “Business Life 


Insurance.” 

“Business insurance offers, I believe, 
the best opportunity to the life under- 
writer as it is really a three-edged sword 
—covering business, personal and invest- 
ment or property insurance in one con- 
tract,” said Mr. Riehle. “Many busi- 
ness men think more of their business 
than they do of their families. Every 
successful man in! business feels that ‘he 
is a Napoleon and likes to have his rep- 
utation protected, and he can do this 
by leaving ample business insurance to 
close his interests in his business.” 

Mr. Riehle said that agents spend too 
much time selling life insurance—the 
idea is already sold. America, he said, 
is life insurance conscious. Business 
men believe in it from the heads of 
banks to the proprietors of delicatessen 
stores. Agents should not waste time 
telling any more than is necessary, but 


| should take advantage of the situation 


that exists. 
Sell Medical Examinations 


“Why not sell medical examinations 
instead of life insurance?” he asked. In 
his own experience he has done this 
successfully. Time spent trying to sell 
a man life insurance may be wasted 
because, after the application is secured, 
it may be found he cannot pass the ex- 
amination. Until a man is examined he 
is only a “suspect,” as Mr. Riehle ex- 
pressed it, and not a “prospect.” “Up 
to the time a man is examined you are 
on the defensive, but when you get 





him examined he is on the defensive and 
it is up to him to tell you why ‘the won't 
take it. The moment he is examined he 
is 60 percent sold.” 

Mr. Riehle exhibited a chart showing 
a ledger account of a life insurance prop. 
osition and the net results for ten years 
by years. With such a statement the 
prospect can see that life insurance is 
an increasingly good investment. The 
most convincing way to sell business 
insurance is to translate the proposition 
into terms that the proposed buyer can 
understand. He cited several cases from 
his own experience. 

He advised, where life insurance is to 
be placed in trust, that the agent not 
spend his time trying to prepare the 
forms, but let that be done by the trust 
company. “You are selling life insur- 
ance,” he said. “Let the trust company 
furnish the trust contract.” 

In comments that followed, led by 
President Richard H. Habbe of the asso- 
ciation it was stated that the local banks 
in Indianapolis are showing a disposition 
to discontinue writing or influencing the 
placing of life insurance. Fifteen new 
members were added to the association. 

xk ok x 


Jackson, Miss.—Thomas E. Hand was 
elected president of the Jackson associa- 
tion at the reorganization meeting held 
recently. Other officers elected were: E. 
H. Hix, vice-president; J. W. Thompson, 
secretary; S. R. Whitten, J. N. McLean, 
Cc. O. Wilkins, Rex B. Magee, and T. D. 
Davis, members of the executive com- 
mittee. All officers also are members of 
the committee. Various special commit- 
tees were appointed. S. R. Whitten will 
have charge of the membership cam- 
paign. More than 200 life underwriters 
are licensed in Jackson. 

*x * 

Pittsburgh.—Pittsburgh will hold its 
eighth annual sales congress at the Wil- 
liam Penn hotel, March 21-23. Eight lec- 
tures will be given by Dr. Charles J. 
Rockwell, director of the Rockwell 
School of Life Insurance Salesmanship 
and editor of “The Insurance Salesman.” 
F. T. Stamford of the educational depart- 
ment of the Canada Life will speak on 


J 


— 
“Personal Efficiency Applied to Life Jp 
surance Salesmanship.” Frank § se 
of Philadelphia, a noted expert = 2 
insurance trusts, will speak on that 


‘ 


ject. Major Roger B. Hull, n a 

director of the National Asso: ion of 

Life Underwriters, will speak “The 

Life Underwriter—1929 Model.” ee 
* * * 


Cincinnati—The quota for th, Cineip. 
nati association as published for this 


year is 55 new members. It is a; eed 
that before that figure was known, mor. 
than that number had signed up. 7, 
total number of members should be 9% 
but the association has the jump this 
and now has over 280. : 
* * * 

Southwest Texas.—The March ting 

of the Southwest Texas associat Was 


held with President H. V. Weise of th 
Bankers Life officiating. 

George E. Lackey of Oklahon City 
former vice-president of the National 
sociation and general agent fo: ‘ 
Massachusetts Mutual Life, geavs talk 
on the “Benefit of Trust Companies 
the Underwriter.” He made some ya) 
able suggestions for approaching 
applicant. 


x * * 
Richmond, Va.—The March luncheon. 
meeting of the Richmond association was 


featured ‘by an address by A. N. LaPorte 
field representative of the Life Extey 
Institute. He explained the work being 
done by the institute and said companies 
that had availed themselves of the sery- 
ice had found a marked decrease jy 
mortality among their policyholders 
Jesse Hood, vice-president, presided at 
the meeting in the absence of Pryor 
Campbell, president, who had gone t 
Blacksburg to talk on life insurance 
before the class on business administra- 
tion at Virginia Polytechnic Institute. 
*x* * * 


Zanesville, O0.—Charles M. Biscay 
manager of the ordinary department of 
the Western & Southern Life, will be the 
chief speaker before the Zanesville asso- 
ciation at its meeting March 21. 

*x* * * 

Des Moines.—The “what do I get out 
of it” man, said to be found in every 
profession and business pursuit, was 
heavily scored by Roger B. Hull, manag- 
ing director of the National association, 
in his address to the Des Moines associa- 
tion. 

Mr. Hull declared such a man ought 
either to change his tune or get out of 
modern business. “We are going to de- 
velop a new moral and social conscience 
and a new idea of public service,” said 
Mr. Hull. “We will see the next ten 
years a new realization of the necessity 
of cooperation and the interdependence 
of all branches of business.” LTreclaring 
that the day of the high pressure sales- 
man is over, Mr. Hull said: “An enlight- 
ened purchasing public will demand in- 
telligent salesmanship.” 

Warning that “volumeitis” and “mass 
mania” are likely to undermine the busi- 
ness structure of the country, the 
speaker pleaded for the underwriters of 
today to foresake the goddess of quan- 
tity for the goddess of quality. “We 
have sought quantity at the cost of effi- 
cient service and profitable distribution,” 
he said. 








x * x 
Oklahoma.—Henry E. Walker, manager 
of the New York Life in St. Louis, has 
been invited to address the Oklahoma 
association at its March meeting. Mr. 
Walker is past president of the St. Louis 
association and was formerly vice-presi- 
dent of the National association. 
ee 2 

Manchester, N. H.—William A. Conway, 
in charge of the educational program for 
the Penn Mutual Life at the home office, 
will speak on “The Importance of Know- 
ing What to Say” at the monthly meet- 
ing of the Manchester association. The 
meeting will be a joint one with the 
Nashua association, a large number of 
the members of which will be present 

x * x 

Waterloo, Ia.—E. B. Sidell, state super- 
visor for the Peoria Life with head- 
quarters in Des Moines, addressed the 
meeting of the Waterloo association last 
week. 

Jack Dempsey, Des Moines representa- 
tive of The National Underwriter, 1s 
scheduled to address the next meeting 
of the association. 

* * * 

Buffalo.—The Buffalo association will 
hold its monthly luncheon on Friday of 
this week. Darby A. Day, general agent 
of the Union Central Life at Chicago, 
will speak on the topic, “Understand 
Life Insurance.” Ten new applications 
for membership will be submitted to the 
association. 
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Milton L. Woodward Gives Ungarnished 
Advice on How to Sell Life Insurance 
In Talk at Detroit Association Meeting 


ILTON L. WOODWARD, gen- | 
M eral agent of the Northwestern 

Mutual, was a speaker at a recent | 
meeting of the Detroit Life Underwrit- 
ers Association and gave some practical 
and ungarnished advice on how to make 
agood income selling life insurance. He 
said in part: 


“You can’t get business unless you | 
go after it. There’s no alibi for non- 
productiveness. The insurance papers 


are flooded with good ideas about sell- 
ing and you can get them for the price 
ofa song. 

“There isn’t a lot of technical stuff | 
to learn or do about selling. You can 
scale the heights by just being yourself. 
All you have to do is to prepare your- 
self. The chap who runs a fruit stand 
or shines shoes had to prepare himself 
and learn how to do it. You don’t need 
any manual, but you need earnestness. 
You have to be enthusiastic. When you 
call on a man to sell him, you’ve got to 
impress him with a sense of your en- 
thus siasm. 


Be yourself. 
work and work your plan. 
what you're going to do tomorrow morn- 
ing the alarm clock isn’t going to make 
you feel bad when it wakes you. 
ning the day’s work has never failed me 
and it will never fail you if you'll work 
it out. i 
going to drop into a movie or side-track 
yourself for a game of pool. 
| own boss and then boss yourself. 


It doesn’t matter what a| get business unless you go 


salesman is offering, a stove or a mag- 
| azine, he’s got to be enthusiastic about it. 


| Alarm Clock Won’t 


Make You Feel Bad 


“You don’t have to imitate any one. 
But you must plan your 
If you know 


Plan- 


But you can’t work it if you’re 
Be your 


“When the chess expert was asked 


| how he figured out the next move he 
| replied it wasn’t the next move he cal- 
culated, 
Cost of a awl Game 


but the tenth one. 


May Be Hig 
“Then comes industry. You'll never 
after it and 


| 


be 
but 


may 
seat, 


A ball game 
$1.25 for a 


keep after it. 
zosting you only 


| you may be losing $70 or $80 or $100 





| outer and be 


while you are amusing yourself. 

“There's a definite relationship between 
time and money. When you squander 
time you’re squandering your greatest 
asset. You can’t be an inner and an 
successful. You can’t be 
Tuesday and Wednesday and 
Friday and Saturday 
and get away with it. You've got to 
keep moving. It’s like a car. Keep the 
engine going and you can start right off. 
Let it run down or shut it off and you 
have to warm it up. 


in Monday, 
be out Thursday, 


Putting a Value on 
Wasted Time 


“You don’t have to invest any money 
in this business. A policeman has to 
buy his uniform out of his own cash. 
You don’t even have to buy a uniform. 
And yet some balk on paying $6 a year 
to their own association when it shows 
them how to make five, ten, fifteen thou- 
sand dollars a year and on up without 
limit. An hour a day for 300 days at 
$5,000 a year would give you $12,000 to 
$15,000 in 20 years. When you waste 
an hour a day you're wasting a small 
fortune. 

“You time you 


can’t get back the 


waste. Do your quota. If I ‘thad to 
walk the 280 miles between Detroit and 
Chicago in seven or eight days and I 
waited until I had only three days left, 
I'd lie down on the job. 


| Adopt Eight-Hour Day 
To Get Results 


“Life insurance is the highest type of 
selling, but you’ve got to work. You 
don’t have to camouflage your business. 
All you have to do is to tell the truth. 
But you have to work. Not until we 
adopt the eight-hour day will we get real 
results. I'd rather you'd take a ten 
months’ vacation and call it by its rea) 
name than sit around the office and think 
you're working. 

“A great deal has been said and writ- 
ten about the ‘approach,’ about timidity. 
Most of us are timid. I’ve always been 





timid myself, but what of it? Be as 
timid as you like, but go on in. You can 
be sure of his attention for thirty sec- 
onds, anyhow, because it will take him 
that much time to look you over and 
get his impressions and it’s how you 
look and how you talk in that thirty 
seconds that makes or breaks you. If 
} you don’t know how you're going to 


act and what you're going to say, you 
might as well not go in. 
“Demonstration! Bear down on what 


ak. 












A STRONG, PROGRESSIVE COMPANY 









offering liberal contracts to producers 
in Nebraska, Colorado, South Dakota, 
Iowa, Missouri, Kansas and Texas. 


NORTHWESTERN 


LIFE INSURANCE 
COMPANY 


G. STORZ, President 


OMAHA, NEBRASKA 





character 
itable — 


We Write All Standard Forms of Participating and 
Non-Participating Insurance Contracts and in 
Addition the Following SPECIALS 


1. Ordinary Life Special $5,000. 

2. Personal Life Monthly Income for Rejected Risks. 

8. The Best and Most Liberal Sub-Standard Facilities. 

4. Children’s Educational Policies age 1 day to 10 years. 

5. Up-to-date Health and Accident Policies. 

We welcome to our Ranks only serious-minded men of 
and integrity—men who are intent upon suc- 

cess—and to whom we offer exceptionally liberal 


ery desirable territory open 


OHIO — INDIANA KENTUCKY — TENNESSEE 
Address S. M. CROSS, President 


OLUMBIA LIFE 
INSURANCE COMPANY 
Cincinnati, Ohio 


and prof- 




















Arkansas, Missouri, Kansas, New 





BIG OPPORTUNITIES WITH 


GREAT REPUBLIC LIFE 
INSURANCE COMPANY 


of LOS ANGELES, CAL. 


This Company has General Agency openings in Texas, Oklahoma, 
Mexico, Arizona and California. 
Liberal first year and renewal commissions, together with exceptional 
line of policies and other attractive inducements offered to capable men 
of high character and records of successful experience who would be 
interested in building a profitable future with a progressive Western 
company. For full information address 


W. H. SAVAGE, Vice-President 


Great Republic Life Building, 756 So. Spring Street 
Los Angeles, California 





LIFE INSURANCE 

the good it performs 
years THe Mutua. Lire 
American Company,” has 
degree of its service. In 
broadens. 

Issuance of contracts of 
income settlement provisions, 


measured 


all 


embraced in its present service. 


34 Nassau Street 


DAVID F. HOUSTON 
President 








‘‘In This Way We Measure’”’ 


COMPANY may well measure its success by 
rather than by great size. 
INSURANCE 


such a way 
standard 
Disability 
and prompt payments and practices for convenience of members are 

It welcomes as field representatives those who know that success is 


according to the natural law of compensation—that the best comes to 
those who give out the best of themselves. 


The Mutual Life Insurance Company 


of New York 


Through eighty-six 

Company or New York, the “first 
its success by the scope, manner and 
it is measuring now as its service 


dividends, 
Benefits, 


forms, substantial 
and Double Indemnity 


New York, N. Y. 
GEORGE K. SARGENT 
2nd Vice-President 
end Manager of Agencies 
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ACTUARIES 





CALIFORNIA 





C oaTEs & HERFURTH 
CONSULTING ACTUARIES 


Barrett N. Coates 354 Pine St. 
Cari E. Herfurth San Francisco 





ILLINOIS 





-ONALD F. CAMPBELL 
CONSULTING 


ACTUARY 


190 N. La Salle St. 
Telephone State 7298 


CHICAGO, ILL. 








H ENRY R. CORBETT 


Specializing on Pension Funds 
175 W. Jackson Bivd. CHICAGO 








A. GLOVER & CO. 





INDIANA 





HAIGHT. DAVIS & HAIGHT, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
INDIANAPOLIS 
Omaha, Kansas City 








ARRY C. MARVIN 

Consulting Actuary * 

2165 North Meridian St. 
INDIANAPOLIS, INDIANA 





1OWA 





RSTON L. MARSHALL 
CONSULTING ACTUARY 


Hubbell Building 
DES MOINES, IOWA 





MISSOURI 





OHN E. HIGDON 


ACTUARY 
317 Shukert B) Kansas City, Mo. 
1616 Chemical » St. Louis, Mo. 





NEW YORK 





Gee 3. Bene & Sn 


CONSULTING 
ACTUARIES 


ss W. 4th St. New York City 








OODWARD, FONDIL- 
LER and RYAN 
Insurance Acccuntants 
Richard Fondiller Harwood E. Ryan 
Jonathan G. Sharp 
75 Fulton Street 
New York 





OKLAHOMA 





J. McCOMB 
e .COUNSELOR AT LAW 
CONSULTING ACTUARY 
Premiums, Reserves , 
Values, etc., Calculated. Valuations 
and Examinations Ma Policies 
and all Life Insurance Forms Pre- 
pvt. The Law of Insurance a 
ialty. 











Colcord Bidg. OKLAHOMA CITY 











you know the needs most. Don’t try to 
tell him all about the institution of in- 
surance. He’s not interested in the insti- 
tution, just in himself and his needs. 

“I went to an agency to buy a Chrys- 
ler car. The salesman showed me two 
seated cars and seven seated cars and 
sedans and every other style of car made. 
He didn’t try to find out what kind of a 
car I had in mind and he gave me so 
much to think about I didn’t buy any 
car. 

“One of my friends used to write three 
amounts on a slip of paper. He'd lay it 
on the desk and ask the man, ‘Which of 
those three incomes would you like to 
be sure of when you're 60?’ and the man 
would indicate which one. That was 
enough. He sold him that amount of 
insurance. 

“Payment of premium. A sale isn’t 
made unless you are paid. Take the 
application, get him examined, get no 
payment, he dies or disqualifies before he 
does pay and you'll have many a mo- 
ment of regret. If he’s buying insur- 
ance, then he ought to want to ‘have it 
in force as soon as possible. 


Fill Out a Receipt 
and Collect the Money 


“Fill out a receipt and ‘hand it to him. 
If he declines to give you a check, say 
to him, ‘Suppose you’re not alive when 
l bring you the policy! Do you want 
to lay the responsibility on me of saying 
to your family, “I’m sorry, but he didn’t 
make any payment on the policy.” ’ 

“And now, if you won’t work eight 
hours a day, will you work two hours 
a day? Better a two hour day than no 
day at all. The insurance man or woman 
who can write and should write and 
who won't write is just a slacker. If 
you give a lot to life insurance, life 
insurance will give you a lot. Play the 
game.” 


SALES CONGRESSES IN 
FOUR CITIES OF OHIO 


(CONTINUED FROM PAGE 5) 


ship. The patent medicine man broke 
into the confidence of his clients. 

Mr. Young spoke on the subject of 
“Hitch-hiking with Honor.” He empha- 
sized the elastic provision of the trust 
fund permitting the solution of every 
problem. ile the trust company 
would not be able to contribute any 
service in some cases, Mr. Young be- 
lieves that a tremendous amount of in- 
surance should be covered by a trust 
fund. There should be real cooperation 
and a harnessing of these two great 
financial institutions, he said. The lump 
sum provision gives earning power only 
a few years beyond the grave in most 
cases, while wives are not capable of 
choosing wise investments and manag- 
ing an estate. With the life insurance 
trust there is no limit to the possibilities 
and Mr. Young believes the insurance 
salesman can sell a great deal more by 
offering a plan which will fit any case. 


Where It Is Useful 


The advantage of the trust fund is 
apparent, said Mr. Young, in the crea- 
tion of endowment funds, cases where 
the assured has policies with a number 
of companies, cases of large estates 
where financial provision for their up- 
keep is easily overlooked, cases of part- 
ners in business where one partner will 
take over the business of the deceased 
upon death, and lastly where settlements 
d-sired are complicated. “We should sell 
estates today and not insurance, plans 
and not policies. There are 3,000,000 
widows in the United States today and 
90 percent of them are wholly or partly 
dependent on others. Also 82 out of 
100 men who die leave absolutely noth- 
ing to their dependents.” 

William Pidgeon, Jr., shoe man, gave 
a most popular talk when he outlined the 
part which insurance had played in his 
life. “How Insurance Saved a Busi- 
ness” was his topic. An outline of the 
old days of petty jealousies and unfair 
| tactics was drawn and contrasted with 








the organized efforts of the modern 
realm. He spoke of his own position 
in the days of financial panic when his 
creditors were secured through life in- 
surance. The average merchant, he says, 
can never amass a fortune for financial 
independence. Mr. Pidgeon brought out 
the element of fear which has been grad- 
ually reduced through the ages from the 
time man was created. We cannot yet 
solve the mysteries of old age, the said, 
but we can knock off the edges. As was 
prophesied by a philosopher of old, there 
will be a day when all the uncertainties 
of life will be taken care of. The power 
of insurance has already lifted man one 
notch further and is one of the greatest 
factors of social progress. 


Foundation of Thrift 


Claris Adams told the life men of 
central Ohio that life insurance is the 
foundation of thrift and thrift is the 
saving grace of a nation whose prepon- 
derant vice is extravagance. Whatever 
else life insurance may do, Mr. Adams 
said, in the way of educating children 
and protecting business men against 
financial loss in the event of the death 
of their business associates, it preserves 
the home and with the American home 
safe, the existing order of things is as- 
sured, the welfare of the people is safe- 
guarded and the perpetuity of the gov- 
ernment is assured. His topic was “Life 
Insurance and the Nation’s Welfare.” 
Mr. Adams pointed out that money spent 
for insurance is a saving, that it is not 
taken from any other fund. He showed, 
also, that premiums paid to life insurance 
companies are loaned by the jatter and 
help finance business and industrial en- 
terprises, which in turn bring conven- 
iences and comforts to the people. 


Has Multiplied Value 


Mr. Coolidge said one of the most in- 
teresting things about life insurance is 
the manner in which additional insur- 
ance purchased by a policyholder has a 
multiplied value with respect to its effect 
on the beneficiary. 

For example, he said, if a man who 
owns $10,000 of life insurance purchases 
an additional $5,000, he has, mathemat- 
ically, added 50 percent to his insurance 
holdings. From the standpoint of the 
beneficiary, however, and the benefits 
which that beneficiary will receive, the 
increase is substantially more than 50 
percent. 

_ This may best be illustrated by start- 
ing out with a relatively small amount 
of insurance. Let us assume that an in- 
dividual carries $2,000 of life insurance. 
Approximately one-half of this sum will 
be used to pay the final expenses inci- 
dent to his death. This leaves a bal- 
ance of approximately $1,000 of actual 
insurance funds to the beneficiaries. If 
this policyholder increases the insurance 
to $5,000, he has provided about $4,000 
for his beneficiaries, after paying off a 
thousand dollars in final expenses. 

Extends the Period 


From this simple illustration it will 
be seen that by multiplying his insur- 
ance holdings by two and one-half times 
he has increased the amount which the 
beneficiary may actually use by four 
times. 

Another way that the multiplied effect 
of additional insurance purchases may be 
demonstrated is the comparison of funds 
which may be paid out by an insurance 
company as an income to the beneficiary, 
If an insured, for example, has a $10,000 
policy payable to his beneficiary at the 
rate of $100 per month, the income 
would last for approximately ten years. 
An additional amount of insurance of 
about $6,000 will double the length of 
| over which this income would be 
paid. 

In this manner, the addition of 60 
percent to a man’s insurance adds 100 
percent to the duration of the income. 


Old Line Gets Tax Rehearing 


Officers of the Old Line of Lincoln, 
Neb., have been advised by the federal 
boatd of tax appeals that it has granted 


a rehearing in the case which involves 
the right of the government to tax the 
interest on reserves. In the hearing hel 
in Lincoln last December, the company 
urged that the reserves belong to the 
policyholder and not the company, anq 
hence are not taxable, but the plea wa; 
turned down. The exact question wa; 
recently decided by the United State; 
Supreme Court in favor of the position 
taken by the company. The board wa; 
reluctant to grant a rehearing, but de. 
cided to do so when the company ingj. 
cated that it would dismiss the actioy 
and file a claim with the treasury de. 
partment for a refund. 


WE NEED 
TWO HOME OFFICE 
FIELD SUPERVISORS 


who have had actual experience in 
supervision and at least 4 years 
successful experience in selling life 
insurance. Prefer men between 30 
and 38 who haven’t any objections 
to traveling. Salaried position with 
opportunities for promotion with 
an old line life company in the 
mid-west with approximately 
$100,000,000 in force and rated as 
excellent in “Best’s Reports.” Ad- 
dress K-56, care The National 
Underwriter. 











A REAL OPPORTUNITY AT 
DAYTON, COLUMBUS AND 


MANSFIELD, OHIO 
Presents itself for a high grade producer 
and agency builder for the position of Man- 


ager. Write fully, in strictest confidence to 
the Agency Department, The Toledo Trav- 
elers Life Tasuranse Company, Toledo, Ohio. 








ATTRACTIVE 
GENERAL AGENCY 
CONTRACT 
TO THE RIGHT MAN 


In city of over half million 
population. Now open. 


Exceptional opportunity for a 
live producer to make at least $500 
per month, under a liberal General 
Agency contract and at the same 
time 

BUILD UP A 

PERMANENT INCOME 


For Old Age or his dependent 


If you can qualify for this oppor- 
tunity, give full details of all past 
business connections in your first 
letter, which will be treated as 
confidential. 


¥CC iis 











Chicago 


Historical Number 

A limited number of copies are 
still available at 50c each. 

These are an invaluable source 
of insurance history since the Great 
Chicago Fire. 

Call or write today. 


The National Underwriter 
Al946 Insurance Exchange 
Chicago, Illinois 
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Builders of Business 


An Investment in Wallets 
Will Pay Big Dividends 


If you have not used Kaufmann Systeman Security 
Holders you have a pleasant surprise awaiting you. 
For Kaufmann wallets will help you build business 
just as it is building business for hundreds of others. 
The Kaufmann Wallet is the best leather container 
on the market designed to provide a place for insur- 
ance policies, bonds and other valuable papers. 

Until you have used it to deliver those extra policies 
you have not made use of the biggest dollar for dollar 
life insurance business builder on the market today. 

The standard size is $2.25 and the large size, 


$3.15. Quantity rate gladly furnished on ap- 
plication. Other wallets from 65c to $5.00. 


E. L. KAUFMANN 
Room 700, Austin Bldg. 

111 W. Jackson Blvd. 
Telephone Wabash 393% 


Chicago, Ill. 








Cc. W. Brandon, 








Going to Change? Make 
It Your Last Change 


If you go with the Columbus Mutual, You will 
never Seek a New Connection for its Distinctive 
System Guarantees Lowest Net Cost and Satis- 
faction to Policyholders and Maximum Compensa- 
tion and Satisfaction to Fieldmen. This Company 
does not Lose Policyholders Financially Able to 
Keep their Insurance in Force nor does it Lose Pro- 
ducing Agents. 


There are no Middlemen—General Agents, 
Branch Managers, etc. Great Savings, thus Effected, 
go to Policyholders and Fieldmen. 


The Columbus Mutual’s Agency Appointing 
Privilege Opens the Door to the Most Profitable 
Endeavor in Life Insurance. 


An Immediate Inquiry Will Well Repay You. 


COLUMBUS MUTUAL LIFE 


Columbus, 
President Ohio 





‘BEST in the BEST Chart’ 
























LIFE 


Rated “EXCELLENT” by “Best.” 


Low Rate Non-Participating Life Policies 
Up-to-Date Health and Accident Policies 


Both on Annual and Monthly Payment Plan 


Territory Open in 
Mich., Ind., Ill., Minn. and Wis. 


Real general agent’s contract 
with exceptional renewals 





WISCONSIN NATIONAL] IFE {NSURANCE (70. 







c.R. BOARDMAN ~ PRES 


OSHKOSH \W/ WISCONSIN 
\ 


ACCIDENT:AND: HEALTH: INSURANCE 


























A PROPHET SEES 
THE FUTURE PROFIT 


The donkey who spent his days on a treadmill had 
this to console him on his endless grind—he was 


sure to eat regularly. ond 


Even if he could be sure to eat his fill every day, 

~ which he isn’t, the sub-agent finds little consolation 
in his treadmill existence. His human mind requires 
future provision assured beyond doubt. 


The General Agent Creates Future 





Wealth for Himself 








Are you ready to graduate into the general agent 
class? If so, we offer you the chance to build your 
own business—a handsome current income and ever- 
increasing security for your own future. 


Name Your Choice of Territory in the States of Texas, 
Oklahoma, Arkansas, Louisiana, and Write Us in 
Strict Confidence. 


LOUISIANA STATE LIFE 


Insurance Company 


HOME OFFICE 
SHREVEPORT, LA. 






































A Record 


OF SOUND, SUBSTANTIAL PROGRESS— 











MISSOURI STATE LIFE INSURANCE COMPANY 


BALANCE SHEET, DECEMBER 31, 1928 


Admitted Assets 
$ 28,729,059.45 


Mortgage Loans on 


9,405,014.50 
828.765.56 
3,030,380.27 
27,927,473.80 


Real Estate Sales Contracts........ 
Collateral Loans 

Loans to Policyholders 

Stocks 


4,649,972.48 


231,011.53 
2,607,934.46 


Cash in Banks and Home Office 
not on Interest 

Accrued Interest on Investments... 

Outstanding and Deferred Pre- 
miums 


268,854.91 
$131,608.831.74 


Liabilities 
ee .$117,615,81408 
Policy Claims in Process of Adjust- 

1,078,929.98 


ment not Due 
1,021,144.69 


Premiums and 
Advance 
1,430,075.66 
490,734.64 


Interest Paid 


Divicends Left on Deposit with 
Company 
Reserved for Taxes........... Renee 
Contingency Reserve for Invest- 
ments 300,000.00 
All Other Liabilities............... 1,976,371.25 
Apportioned for 
Policy Dividends $1 367,369.65 
Capital Stock 4,000,000.00 
Surplus 3,228,391.79 


Surplus for Protection 
of Policyholders 


8,595,761.44 
$131 ,608.831.74 











om 





Insurance in Force, December 31, 1928 
Insurance in Force, December 31, 1927 


Assets, December 31, 1928 
Assets, December 31, 1927 


New Business Paid for, 1928 
New Busimess Paid for, 1927 


Increase 


$1,195,675,940.00 
757,369,613.00 








$ 341,919,878.00 
204,763,512.00 


$ 137,156,366.00 





MISSOURI STATE LIFE 
INSURANCE COMPANY 


Hillsman Taylor, President 





Home Office, St. Louis 





























